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WE TIP YOU OFF’! 





CLICKING! These crepe-soled Freeman —_ shoes in handsome, ——— white Shag- 
buck* promise to roll up the sales till Labor Day comes around. Also made in gray, brown 
and blue, with contrasting rubber soles, There’s money to be made in these smart shoes ! 


*REG. U. S. PAT. OFF. 











Think what it would mean if you could look cast” for spring and summer, just printed, 
over Freeman advance-order records and know shows a dozen picked styles that are best sellers. 
beforehand the styles that have been picked by Write for a copy of this illustrated bulletin. It 
hundreds of alert merchants to lead the popu- is part of the service that makes the Freeman 
larity parade this season! ... you can do almost franchise a builder of permanent, profitable 
that very thing. Our “Confidential Trade Fore- business. . . Freeman Shoe Corporation, Beloit, Wis. 


and MASTER FITTERS $3.95 " BUTS $ 3:25 


A few higher ‘Across the board”’ 


CHAMPIONS $9.65 ialeliihameibibin 


LESS 8% 20 DAYS ‘‘Across the board‘’ 


FREEMAN SHOES 


WORN WITH PRIDE (fs BY MILLIONS 











When writing advertisers please mention Boot and Shoe Recorder 
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VOICE of the 


THEM were the courteous days! 
In clearing up his mother’s estate, 
Frank L. Armstrong found among 
the papers the following: 


The Subscriber respectfully informs 
his friends and patrons that he has 
taken the store, 


No. 161% Bleecker Street, 
New York, 





where he will be pleased to see them, as 
well as prepared to furnish them with 
BOOTS & SHOES 

of all descriptions, made to order with 
punctuality, and in a style and elegance 
of Workmanship equal to any other es- 
tablishment in the city, and at prices 
of corresponding liberality, that shall be 
deemed by his customers a satisfactory 
equivalent for their favors. 

N. B.—Boots and Shoes Repaired in 
the neatest Style, also India Rubbers re- 


paired; all those that have Corns will do 
well by Calling to 
JOHN A. ARMSTRONG, 
161% Bleecker Street. 

This was nearly a hundred years 

ago. 
* * * 

HION. JAMES J. LYONS, promi- 
nent in leather and in politics, spoke 
before the Styles Conference last 
week and alluded to the famous 
saying of ex-Governor Alfred E. 


Smith: “Let’s Take a Walk.” Mr. 
Lyons then said: 

“I’m for that slogan ‘Let’s take 
a walk.’ I don’t care where you are 
walking—from the new deal or into 
the new deal or to the polls, for as 
long as you walk you are going to 
wear out shoe leather. What’s more, 
it is right in line with that famous 
shoe trade slogan: ‘Walk and Be 
Healthy.’ And while we are in the 
swing of slogans, let’s do still an- 
other: ‘Nothing Takes the Place of 
Leather.’ ” 

* * * 

THE outstanding architectural fea- 
ture of the Daniels and Fisher store 
in Denver is its sky-scraping tower, 
from whose pinnacle (at ten cents 
a head) visitors may view the 
Rocky Mountains at best advantage. 


D. & F. call themselves “The 
Tower Store,” with a cut of the 
tower appearing in all their adver- 
tising. 

The cartons in the shoe depart- 
ment tie up with this distinctive 
feature. They are of extra quality, 
in brown and beige color, with a 
cut of the tower on the top of the 
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TRADE 


lid, a constant reminder to the 
customer, telling her where she 
bought those nice shoes. 


* * * 


PAUL KIRSH, shoe buyer at the 
J. W. Robinson Company store in 
Los Angeles, says: 





“To see man after man coming 
to the wrapping desk with from 
three to five pairs of shoes which 
he has just sold hung over his 
left arm is truly significant. That 
is the way it has been happening 
here for the past 45 days, ever 
since our Spring openings. Cus- 
tomers are asking for various ma- 
terials and colors in different pat- 
terns after being fitted in one they 
like. In other words, they are 
buying across the board once more. 
The reason? They have more money 
to spend, more places in which 
to go and a greater desire to have 
plenty of good shoes. The cus- 
tomer who just spent $65.00 for 
five pairs of evening shoes, all on 
the same pattern, but different ma- 
terials, did so because she wanted 
that number of shoe changes in 
her closet. Most of this trade is 
coming from the more mature 











women, say those over 40 years 
old. These are substantial people 
of means. Many of them are our 
regular customers, but, of course, 
the great increase in trade means 
the old ones are augmented by 
many new customers. This influx 
of new trade is of the same caliber 
as our regular trade. Both groups 
are more interested in buying the 
new things than in asking the 
prices. It surely is gratifying to 
find that women are once more 
buying the top grades of shoes in 
volume once more.” 


* * on 


DR. CARLMAN FISHER of the 
New England Foot Clinic, has been 
delegated to condition the feet of 
runners in the Marathon race of 
the Boston Athletic Club, to take 
place April 19—between Ashland 
and Boston-—a 26-mile foot race. 


* * * 


*6OR the life of me, I do not 
get the slant of many manufac- 
turers and traveling men,” said 
M. Kalsman, shoe buyer for the 
Silverwood stores in Los Angeles. 
“These men work hard on me to 
get me to buy a few high novelties, 
which they know, and I know, 
would not possibly sell out at a 
profit. If I bought 100 pairs of 
them at least half would be 
P.M.ed. I would not be stuck half 
as much as the man who sold 
them to me, for I would always 
remember the trimming received. 

“Another salesman will go to 
work on me with a good staple, 
on which I may buy 500 pairs. 
He makes money, I make money 
and like his house. These are 
shoes which support us both and 
put bread in our tummies. 

“Some of these fellows brag 
about selling 50 pairs of some 
novelty to someone. What are 50 
pairs of shoes against 1000 pairs 
of staples? I am not arguing 
against novelties, we have them and 
will continue to have them, no 
matter how wild they get. But so 
many shoe men worry about a 
little 50-pair lot of funny shoes 
and never worry about shoes which 
they should carry at least fifty 
pairs on a size. Buy the trick 
shoes, but forget about them when 
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—Says salesman Zilch—"Whenever 
we suggest anything to the Boss 
that costs money he sees red.” 

—Well, none of us like to "see red" 
figures at the end of the month 
or the year. 

—But sometimes, when a business is 
in process of readjusting itself to 
New Era Conditions, it is neces- 
sary and wise to "see red" for a 
time at least. 

—This New Era means new stocks of 
goods, new fixtures and equip- 
ment, new ideas in advertising, a 
new philosophy of business pro- 
cedure. 

—All these things cost money—but 
this should be regarded as an in- 
vestment that will bring very real 
returns. 

—lIt takes money to make money. 


facet Tie 


President. 





it comes to planning out the reg- 
ular stock of staples.” 


* * * 


*°TO tax and legislate chains out 
of existence is poor logic,” believes 
Clarence Fontius, Los Angeles shoe 
merchant. “The one great weapon 
in the hands of the independent 
retailer is better personal service 
and better merchandise. When the 
independent stores start campaigns 
of taxation against the chains, they 
must realize this method is sure to 
act as a boomerang, as it is just 
as certain as can be that legislators 
will look on this form of taxation 
as a new field in which to obtain 
money. So, in the final analysis, 
the independent retailer will find 
himself taxed more and more. Just 
see what happened to the innocent 
gasoline taxes which started at a 
penny a gallon and are now from 
three to nine cents.” 
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FRANK C. RAND, Chairman of 
the Board of the International Shoe 
Company, was honored by the med- 
ical staff of Barnes Hospital in cele- 
bration of his twenty years of service 
as a trustee of that famous institu- 
tion. Mr. Rand is chairman and 
senior member of the hospital 
board. 

In an address, he told the society 
he was proud and happy to have 
been associated so long with the 
unselfish medical profession. He 
asserted that the future would be 
brighter for the hospital than recent 
years and said the nation was look- 
ing to the staff for medical research 
of much benefit to humanity. 


* * * 


**BLOSS Leadering” is to be the 
subject of legislation in the State 
of New York and perhaps in 
the nation. The Council for Indus- 
trial Progress, in its resolutions on 
March 12, 1936, says: 


“The Committee condemns as _ being 
unfair trade practice: 

“Sdles below cost when made for the 
purpose or with the effect of injuring a 
competitor or misleading the public. 

“The making of loss-leader transactions 
for the purpose or with the effect of mis- 
leading purchasers and to unfairly divert 
trade or otherwise injure competitors. 


“Circulation of false or misleading in- . 


formation, however it may be achieved. 

“Granting of rebates irrespective of 
form, whether secret or open. 

“Defamation of competitor or his prod- 
ucts or services. 

“Payment of unearned allowances and 
the giving of special services and the 
payment of unjustified claims whether 
in the form of money or otherwise. 

“Inducing a breach of contract. 

“Inducing sales by selling, buying, or 
exchanging other commodities at prices 
other than the market prices. 

“Misbranding or false marking which 
injures a competitor or deceives a pur- 


chaser.” 
He * * 


HEAROLD C. KEITH, president 
of Geo. E. Keith Company, en- 
route in California, says: 

“T have covered about thirty of 
our stores, departments, and small- 
er accounts in Southern California. 
While business was obviously off 


during the rainy period, they all , 


report good business since that 
time, and are all showing increases 
over a year ago. Moreover, our 
customers are optimistic with re- 



















gard to business for the remainder 
of the Spring, and from my ob- 
servation of what I have heard, 
business and crop conditions in 
California would justify this op- 
timism. 

“California is a great State with 
marvelous resources and, barring 
a European war, this section of 
the country will go forward.” 





HE AROLD WILLIAMS, shoe man- 
ager of Bergdorf-Goodman, Fifth 
Avenue, gets into a violent temper 
when reading the news, if he sees 
a description of a wedding dress 
and no mention made of shoes. He 
was boiling all over since reading 
that the “First Lady of the Land” 
was photographed in news the 
country over as wearing a silk 
chiffon dress in two shades of blue, 
Eleanor Blue and Roosevelt Blue, 
with full description of the details 
—the dress, the drape, the neck- 
line—and not one word about the 
color of the shoes or type or Spring 
style. 

Everything in print to tell the 
story of millinery and dress, but 
not one word on shoes. So forth- 
with he wrote to editors of news- 
papers and fashion magazines and 
recommended a word or two for 
shoes in the news. 

It’s a good idea. Let’s all join 
in and ask for shoes in the news. 





* * 


ARTHUR LIVERS, general man- 
ager of Frank Brothers, Fifth Ave- 
nue, says: 

“Women’s fashions always re- 
flect the mood of the times. Dur- 
ing the darkest years of the de- 
pression, a craze for dull materials 
and textures came in. Dark colors 
were never more popular. When 
bright colored touches were worn, 
it was generally on a dull material 
that lacked the sparkle of some 
of our present-day materials. 
“Today, women are turning to 


* 
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1928 standards in the matter of 
color and leathers. There is a de- 
cided preference for live colors, 
unusual textures and sleek, shiny 


finishes.” 
* * + 


Az J. SWEET, when making shoes 
in Auburn, Me., is credited with 
once remarking that “the difference 
between a profit and a loss is some- 
times the width of a pencil line in 
cutting uppers for shoes.” The 
comment, now familiar in New 
England thrifty sayings, is applied 
to the question, as raised by tanners, 
as to how it is that the U. S. De- 
partment of Commerce reports show 
large increases in output of shoes 
while leather trade reports show no 
corresponding increase in output of 
leather. The explanation of the 
puzzle, possibly, is that a pencil 
line of leather is saved here, another 
there, and yet another elsewhere, 
and the total is a saving of a great 
deal of upper leather. It’s another 
version of the familiar saying that 
little drops of water make the 
mighty ocean. 


% * % 


WVHAT to do with shoes damaged 
by flood waters was an acute prob- 
lem that faced many merchants in 
the flooded areas of Pennsylvania, 


New England, New York and the 












































































"Triple A, Madam? Sorry, it was declared unconstitutional some time ago." 





mid-West last month. It must be 
an appalling and disheartening out- 
look that confronts a retailer when, 
suddenly and without warning, 
forces of nature are unleashed that 
damage and destroy stocks of mer- 
chandise whose value represents 
years of industry and presevering 
effort. 

Retailers in the flood areas met 
the problem in various ways, accord- 
ing to their particular situation and 
the amount of damage caused by 
water -in their localities. While 
many shoes were injured to such an 
extent that they had to be placed 
on sale at a mere fraction of their 
worth, others could be recondi- 
tioned and salvaged. 

One large manufacturer of wom- 
en’s shoes, W. B. Coon Co. of 
Rochester, New York, cooperated 
with its retail accounts by recondi- 
tioning without charge shoes of its 
manufacture—a voluntary act in an 
hour of need which will not be soon 
forgotten by merchants who were 
in a position to take advantage of it. 

Distressing as they are, experi- 
ences like the recent floods prove 
the resourcefulness and ingenuity of 
merchants and manufacturers, and 
not infrequently bring out the gen- 
erous spirit of cooperation that 
raises the plane of business life to 
a higher and a better level. 











**SURE, in-stock shoes are the backbone of my busi- 
ness. And when I say in-stock, I mean in-stock on my 
shelves as well as in the factory. Tell me, what earthly 
good are in-stock shoes in the factory if the retailer 
keeps missing sales in his store?” 

The speaker was one of those I’l-talk-but-don’t-quote- 
me retailers whose successful record makes his talk 
carry weight. 

“T’ll tell you how I merchandise in-stock shoes and 
I'll start right at the beginning. First, I stick pretty 
close to the few manufacturers I think make just my 
kind of shoes. If a demand seems to spring up for 
something they don’t make, I usually pass it up and 
lose a few sales. 

“Then I buy the styles the manufacturer designs. 
Lots of times those styles are not made just the way I 
would detail them. But I’m no prima donna. I just 
sing in the chorus. So I buy them the way the manu- 
facturer styles them and I find he makes no more mis- 
takes than I would have made. 

“Second, I place advance orders each season, even 
though I am buying stock styles. Why? Because | 
want to be sure of a well-rounded opening stock early 
in the season. In May I'll be buying stock shoes for 
around August first delivery. A lot of fellows think 
they are playing safe by waiting till July to order those 
same shoes out of stock. 

“T don’t call that safety; I call it risky business. I 
know V’ll have my shoes. But they—sometimes they get 
shoes, sometimes excuses. 

“Besides, I like to be known to my manufacturers as 
a ‘good cooperator.’ They want a reasonable amount 
of advance business to balance up their production 
schedule. So I cooperate with them on that. Does it 
pay me? You bet it does. In many ways. 

“Suppose a factory has a few cases of a very popular 
number coming through this morning, and a dozen 
orders on file for that style. Who gets the shoes? The 
dealers who cooperate. Who gets the sorry-but-we’re- 
out letters? The fellows who don’t place advance 
orders. Am I right? 

“Then third, and most important, I keep sizes on my 
shelf. As far as the customer is concerned, they are the 
only shoes that count, not the ones in the factory. This 
business of saying, ‘We'll order it for you,’ doesn’t go 
any more. 

“No, sir, today the customer’s answer to that is, ‘I 
guess I’ll look around.’ Which she does. And when 
she finds a dealer who has the shoes on his shelves she 
is most likely to switch to him from then on—till he 


THE SHOE MERCHANT 
Must Have 
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Those In-Stock Shoes 





begins to say, ‘We haven't it, but we'll order it.’ Then 
another beautiful friendship ends. 

“How do I work it? Well, I know stores that have 
an absolute rule not to order more than one of a size 
on a stock shoe. That practice builds up a nice big 
stock of odds and ends—and we'll-order-it-for-you 
promises. 

“Honestly, Brother, if a man’s knees shake so he 
can’t put down two or three pairs of a size in the middle, 
then that man is too timid to be running a shoe store. 
And the same thing on reorders. They wait till the size 
is entirely out before reordering it—again one pair of 
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on His Own Shelves 


a size. I try to keep those middle sizes built up before 
they are all gone. 

“Now I know what you're thinking, that I could have 
a more complete selection of styles if I bought a more 
skeletonized size schedule. You're right, and that is just 
the brake which keeps me from slipping back down 
hill. The way I buy sizes, I simply can’t dibble dabble 
in questionable styles that may or may not sell. 

“Of course, I buy a few dozen-pair hi-light lots. 
But only after I have enough sizes on the basic styles 
so I won’t be all shot the first Saturday night. In other 
words, my original run of sizes on a stock style is 
peaked up in the middle exactly as it is for a make-up 
style. No difference. 

“T defy any shoe dealer to place his orders on a one- 
pair-of-a-size basis and not have an overbalance of end 
sizes at the end of the season. Even a poor selling 
style, if ordered originally with more than one in the 
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middle, will clean out more evenly as the season pro- 
gresses. 

“And fourth, I try to keep the factory’s stock from 
ruining my salesmen. What do I mean? Well, in the 
old days before we had factory in-stock service, a sales- 
man sat down in front of a customer knowing that the 
shoes on his shelf were the only shoes available for his 
customer. If she wanted something he didn’t have, he 
dug right down to sell her what he did have. 

“But now! If she merely suggests something different 
he jumps up and runs to the boss, crying that his cus- 
tomer insists on so-and-so. Can he get it out of stock? 
And the bosses actually encourage that drivel. They 
keep the catalogs handy where the boys can show them 
to the customer on the slightest provocation. 

“T tell you a lot of our weaker salesmen are being 
ruined by the habit of falling back on the catalog in- 
stead of digging in and selling the shoes we already own. 

“Don’t get me wrong. I don’t want the salesmen to 
misfit them or mis-sell them. But some of my men 
practically never have to resort to ordering something 
special from the catalog, while others make my life 
miserable with such requests, often for the most trivial 
reasons. The difference is certainly in the salesmen’s 
minds, not in the customers they happen to get. 

“In some stores this situation may result from the 
manager's stock stinginess, for I do know a couple who 
seem to be running sample stores—a few samples of 
this and a few samples of that. Then they tell the cus- 
tomer, ‘We'll order it in your size.’ No sir! It takes 
more than a few chairs and an in-stock catalog to 
make a shoe store. 

“T guess what I mean to say is that a factory’s in- 
stock service cannot take the place of the retailer’s 
on-the-shelf service. What it can do is to reinforce the 
dealer’s shelf service, making it more efficient with 
smaller investment and at less risk.” 
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By Miss Mollie Page, 

Paris fashion correspondent, who is now 

visiting this country sees a new era of 
simplicity in shoes. 














Miss Page, photographed at the 

Style Conference with four shoes 

that illustrate this new simplicity 
of line and drama of color. 








SHOE STYLING Turns a New Corner 


THIS is to be a year that will make history in the an- 
nals of shoe fashions. Exciting things are happen- 
ing, and they are not superficial, they are fundamental. 

Paris has done its part to bring about this new era. 
Monsieur Bunting, making beautiful shoes in the Rue 
St. Honore, woke up one morning and suddenly de- 
clared that the shoes he’d been making for the élite 
of Paris for the past thirty years just didn’t “go” 
with the clothes his customers were wearing. 

“This is an age,” he announced, “of drama, freedom 
and swift action. Clean lines and clear colors and an 
utter lack of confusing detail have interpreted this 
in other modes of expression; in painting, sculpture, 
stream-lined motor cars, furniture and_ buildings. 
Clothes and the woman took a little time getting ad- 
justed to all these things and we have seen them swing 
rather sharply from the too utterly feminine to the too 
utterly masculine. But now a perfect balance. 

“Something,” said Monsieur Bunting, “must be done 


about shoes. Freedom in line and drama in color 


























are expressed by the clothes that come into my 
shop. Away with all these futile shoe details. All these 
tortuous strappings, fussy stitchings, perforations and 
‘Tidley bits’ are playing out of tune. Clean lines and 
clear colors .’ and so was born the square toe 
last and later the wall and the plateau lasts. 

“These,” Monsieur Bunting told me before I left 
Paris, “will not endure indefinitely as they are, any 
more than did the lines of the first modernistic paint- 
ing or the original stream-line motor car—I myself 
have already evolved more gracious modifications. 
But they will set the tune for a new theme in shoe 
fashions.” 

I am sure Monsieur Bunting is right. I, myself, see 
steadily coming to the fore a beautiful, plain slim shoe. 
[TURN TO PAGE 54, PLEASE | 
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How 






IN-STOCK SERVICE 


Assists 
The RETAIL BUYER 


Enables Shoe Merchants to Keep Stocks Clean, 


Minimize Markdowns and Give Customers 
Better Fitting Shoes 


WHETHER to be individual in style selection or to 
take the cumulative judgment of trained seasoned fac- 
tory men is a problem each retail shoe buyer must face. 

Stores with a large volume of trade can possibly 
operate successfully by buying a large percentage of 
make-ups. Operating this way calls for intensive fash- 
ion research, plus a very large inventory investment. 
It also calls for a greater spread between mark-ups 
and mark-downs than is necessary to have in a store 
which is buying close to factories’ in-stock depart- 
ments. The greater amount of odds and ends to be 
cleaned out during the course of a season is one main 
reason. 

Looking at the picture of in-stock shoe selling rather 
broadly, and noting the manufacturers who have been 
most successful, it is interesting to find that those who 
have done the finest warehousing job for the inde- 
pendent shoe retailers are tops in their respective fields. 

With most independent retailers, the buying plan 
of operation similar to that pursued by W. M. Andel- 
son of Huntington Park, Calif., is used. Five years 
ago fully 98 per cent of this stock was make-ups and 
today it is just the reverse. There were many reasons 
why a family shoe store should practically confine its 
purchases to in-stock departments, it was definitely 
stated. In-stock houses, as a rule, do not carry the 
same styles as the chains, while the make-up houses 
are most apt to do this, and with a retail price variance 
which works to the greatest disadvantage to the family 
store. 

Then by buying in-stock shoes the little fellow can 
feel his way along. “Even if a shoe is big with me 
and big with everybody else, I feel we have a better 
chance of balancing our sizes from in-stock than we 
have if we depend on having these shoes made up,” 
said Andelson. “We call on the in-stock depart- 
ments most heavily during the period from the middle 
of May to the middle of August. That is when we 
need plenty of sizes in Summer shoes. It is warm 





by 
HARRY R. TERHUNE 
Field Editor, BOOT AND SHOE RECORDER 


here through September, so during July and August 
the people want plenty of white Summery shoes. Last 
year we made money by keeping sized up on Summer 
shoes until August 15. We had them and the people 
bought them, mostly at full retail price.” 

Some fellows who play the fast style game in towns 
near the big cities find they can operate to much bet- 
ter advantage by confining most of their purchases 
to in-stock houses. Al Murray, who has stores in San 
Pedro and Huntington Park, is a good example of this 
method. 

Many actual experiences of retailers everywhere 
clearly indicate how they are able to do a better busi- 
ness on smaller stocks by first buying only the sure 
selling middle sizes, then by filling in the ends and 
more middle sizes as the demand for the line justifies. 
In this way they do not bother much about make-ups 
after Easter for the Summer selling, but they do give 
the in-stock departments a good play. 

Each day sees greater fitting demands made on all 
shoe stocks. This seems especially true during the 
middle and toward the end of the season. Smaller 
dealers must have relatively as complete fitting stocks 
as those in the larger towns. This is not possible with- 
out the support of satisfactory replacements from fac- 
tory stock departments. True, styles are limited to 
fewer staples and considerably fewer novelties in the 
smaller cities, but wherever shoes are sold right the 
fit is the thing, hence the dependence upon in-stock 
services. Good fitting is the backbone of shoe retail- 
ing, and good fitting requires the right sizes on the 
shelves. 

There are many large city stores like Robinson’s in 
Los Angeles which lay out certain key type shoes that 

[TURN TO PAGE 60, PLEASE | 





eBUDGING from the selection of shoes photographed 
on these pages, the last situation in in-stock shoes is 
decidedly on a higher and smarter plane. You will 
see illustrated here just about every toe and forepart 
treatment that has any fashion acceptance for Summer. 
The shoes range all the way from the extreme narrow 
custom toe in lightweights to the square toe still so 
popular in the less urban markets. On the whole it is 
safe to say that lasts are fuller and better fitting, the 
trend is toward less pronounced custom effects, though 
some of these shoes are of custom appearance. 
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By 
JOHN REILLY 


Interest Centers on 


Flexible, Light-weight and 
Ventilated Types 
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for 
Warm Weather 


Promotion 


In leathers, black calf still continues to have the 
greatest vogue in in-stock departments; but brown and 
tan (particularly the lighter shades) are increasing in 
popularity. 

Reversed calf is now in stock in many of the lines 
in models suitable for country and street wear. Models 
illustrated in reversed calf include a plug oxford with 
a leather sole and a five-eyelet blucher so popular with 
the younger men, with a heavy red crepe rubber sole. 

Grains of a finer character, highly polished black 
calfskin and lighter tan veal types are also represented. 







* COMPREHENSIVE” 
Is the word for this Sport Seleetion 


NORWEGIA 


N FRONTS 


LATED, PLAIN. TOES. 


AN adequate sports shoe line-up from an in-stock service? 

Why, certainly! Shoes for every sport and of every 
description may be had promptly and satisfactorily from 
the comprehensive stock service offered by American 
manufacturers. Catalogs, unfortunately, do not tell the 
whole vivid story. Style has entered the in-stock picture 
with some force; and by style we mean the latest high 
stvle. 

Consider the patterns illustrated on these pages. You'll 
agree they are not the sort that one usually thinks of as 
being “in-stock.” What could be more up-to-the-minute 
than the Norwegian front blucher in a combination of 
genuine white buck and tan calf, illustrated at the lower 
left? This shoe was discussed as recently as the N.S.R.A. 
Styles Conference last Monday as being the high style 
sport shoe and the shoe which will have the greatest 
effect on heavier Fall types. 














LOOK at the selection and styling of the ventilated 
models. The trend toward broader, fuller toes noted 
throughout, is indicative of the accuracy with which this 
merchandise has been styled. It is apparent that brogue 
types are more important and that brogueings are in evi- 
dence on the more custom types in wing-tips and foxings. 
For golf from in-stock? Why not? That combination 
we illustrate was selected as the official shoe of the Rider 
Cup Golf team and it is in-stock identically as they bought 
it, while the oil-treated moccasin is a fine golf shoe and 
a real moccasin. ; 
Materials? They’re the latest. Washable calf is repre- 
sented. Buck type leathers in various grades, genuine 
white buck, grey and brown reversed calf, and buck and 
calf combinations are featured. Rubber soles. Spring 
heels. A comprehensive selection from which to choose. 


“STYLE” 


NOT IN-STOCK 


But illustrating trend in sports apparel. 

The figured shetland coat worn with 

white flannel or contrasting slacks. 

The multi-colored paisley scarf gives 

a touch of color and justifies the use 
of heavy tan and colored trim. 


Diversity of Materials, Lasts and Patterns Feature this 
Presentation for Late Spring and Summer Selling 





"a delicate 


pertorations 


6. Plaid fabric pla . 
dal with novelt food 
heel 


fer 


rforations give 

surface interes? 
s white buck-typ 
sports shoe 


8. Leather heeled oxford 
in white buck-type 
trimmed with tan calf 








4. White kid oxford with 
lattice vamp for 
ness and n 


The lady in the photograph represents Mrs. Average 
Consumer. And judging by her pose, and by the 


shoes she likes, she is a good picker, too. 


She needs at least four of these shoe types repre- 
sented. A sports shoe like the pin perforated oxford 
and a slop-about sandal likes its neighbor; at least one 
of that Spectator Sports trio, the pump, the broad 
strap and the oxford; surely one, and better two, of 
the dressy and semi-dressy types. Don't let's stop 
till we've sold her these four at least . . . to round 
out her Summer's day, and to round off our Sum- 


mer volume! 


Every woman needs at least four of 


these types for her Summer wardrobe. 


HT’S a long life and a merry one for the ten shoes 
on this page. It’s a long life because the white shoe 
season is on a sounder hasis than ever before. Mer- 
chants all over the country are convinced that early 
sale slashing doesn’t pay and that women will buy 
white shoes al] through the warm weather if there 
are white shoes to buy! It’s a merry one for these 


shoes because each is a popularity contest winner. 


Retailers have given them the votes as the best in- 


stock shoes of the Summer season. 


When you say white this year, you mean white with 
color, too. The combination shoe is a winner, par- 
ticularly in the spectator sport shoe class, and par- 
ticularly when the trim is the bright British Tan (or 


whatever nationality you call your tans.) 


The endorsement of the square toe in two of these 
ten models is interesting. They confirm the opinion of 
an astute merchant who said, many months ago, that 
the square toe, more than anything else, would make 


white shoes different and dramatic. 


The fact that these square toes are both paired with 
lower heels is also significant. In general, the popu- 
larity of the moderate heel between the flat and the 
stilt—shows that heels have at last struck a happy 


medium, to take Summer in their stride! 
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Stressing the importance of sim- 
pler shoes. ... 


.. and proving, too, how fast the style pace is getting 
to be again, when volume styles parallel so closely the 
correct successes in high-style shoes. 





Two patent leather 

shoes that show the new importance 

of this leather for Spring and Summer. 

At the left, the sandal with gracefully te: 

designed cut-outs. At the right, the “=""(Above). The plateau last in (Right Hand Page). The new 

classic pump that is news again. tan calf enters the in-stock slashes ventilate this gray re- 
field. Patent and gabardine verse leather Kiltie. Design 
combination. The slashed steffi». patents are pending on this 

in in navy calf. /  ‘Brawn, high-tongued monk. 


(Below). Gabardine and calf in an original T-strap 
model. Broad strap with unusual vamp treat- 
ment. The broad strap in satin kid with stream- 
line stitching. Strap shoes, particularly broad 
straps, have taken fast strides forward this Spring. 


a See etre eS 


(Right). Three shoes 

with health features 

and the new lasts of 1936 styling. Perforations for ventilation 

and trimming continue in volume demand in this type of 
walking shoe. 
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for 
STREET WEAR 


EVERY shoe on these two pages . . . and the two 
more that follow—has passed two exacting tests. Each 
ene was considered important enough by its maker, 
in the first place, to be put in stock. And then, each 
one represented here was considered so salable by 
the retailer, that it has become a best-selling in-stock 
shoe! 

These shoes then are the cream of the Spring and 
Summer crop in volume shoes. But the amazing thing 
is how closely these volume shoes parallel the high- 
fashion situation. Every important type that sells in 
high-fashion stores is represented here . . . are we 
right? There is even a plateau last among them. (Step 
up, Miss Third Shoe from the left, and show the gentle- 
men that walled vamp!) 

As we look over the other ladies of the in-stock 
ensemble, we notice that the D’orsay cut and _ the 
heightened instep also has its exponents. We see that 
the broad strap is stepping high. We notice that patent 
leather is right in the front row. Perforated shoes are 
perennial, but slashed shoes are getting more of the 
spotlight. In short, there is very little difference that 
we can see betwixt Tweedledum, the high fashion shoe, 
and Tweedledee, the accepted fashion shoe. 

As we study these patterns that have been crowned 
with popular acclaim, we notice, too, how much 
simpler they are than last season’s winners. If you are 
still unconvinced that simpler shoes are coming, just 
look at these simpler shoes that have already arrived. 

In materials for these in-stock successes, we find that 
calf and kid, the classic leathers, share the first honors. 
as usual. But reverse calf and fabrics have both gained 
ground since our last in-stock feature, and so has 
patent leather. 

All five leathers have a place in the well-rounded 
wardrobe. Kid scores in feature walking shoes and 
in the semi-dress type. Calf is the tailored leather: 
reverse calf the choice for sports shoes; fabric for that 
useful, in-between model that is neither tailored nor 
dressy. 

In colors, the new development is the inclusion of 
the bright tans among best-selling shoes . . . and 
the equal and opposite dropping off in sales in the 
deep Indies brown range. Gray has become estab- 
lished as a spectator and sports color, navy as a street 
shade for Spring, Summer and early Fall; black con- 
tinues the sure success for all the four seasons. 
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WHAT a meek and mild shoe industry this is— 
forever taking the criticism and the abuse of the public 
— apologetic and servile. But tolerance must come to 
an end some day. The shoe man, wherever he is, must 
stand up on his feet and tell the world that he is render- 
ing a service, the like of which is not to be found in 
any other apparel and that it justifies a price and a 
profit. 

Only last week a critic stood up in a great trade 
gathering and proceeded to repeat what has been 
said at previous conferences by other non-shoe orators. 
The speaker said, among other things—that the in- 
dustry did not know the arts of window display and 
that it rendered indifferent service within the store 
itself. He went on to point out that the majority of 
retail shoe salesmen were unacquainted with what was 
going on in the fashion world of men’s shoes and that 
evidently the clerk was not aware of what was going 
on at the smart places. The advisor to the industry 
went on to say that he was searching for a pair of 
cruise shoes and ran into tremendous difficulty in find- 
ing a solitary store salesman who knew anything about 
cruises and what’s worn. He wound up, hemming and 
hawing, and said that it was perhaps due to the fact 
that the clerk had an inferiority complex. 

Shortly after this speaker finished, another bright 
and alert commentator on the errors and omissions 
of shoe stores in general pointed out that there were 
wide open fields of shoe service as yet untouched. 
“Not only shoes to match a belt or a bag, but shoes 
to go with clothes. What about a shoe for gardening? 
What about a shoe for the woman who drives her own 
car—something with a non-scuff heel? What about 
steamer deck shoes? What about a sight-seeing shoe 
to prevent museum feet? What about a daylight din- 
ing shoe? How about a shoe for the girl with the long 
tender toes? And a shoe for the girl with short toes? 
A shoe for the girl who stands a lot all day and wants 
wide-awake feet at night? A shoe for the woman who 
wants young feet at forty? Therefore, let’s tackle the 
whole subject of shoes with an idea of making shoes 
a part of the life that is throbbing about us.” 

The young lady received plenty of applause, mostly 
from shoe manufacturers and tanners and from the 
long line of entrepreneurs who have never had to worry 
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CAN’T CARRY EVERYTHING IN SHOES—AND SUCCEED 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


over a size sheet. It’s all very well for friendly critics 
to stand on the platform and bewail the lack of ser- 
vice and the lack of shoes, but anyone with practical 
shoe sense would come back with the Bronxonian 
reply: “So What!” Fill up the store with specialty 
shoes of limited sale so that a twelfth of a dozen cus- 
tomers can get something uniquely different, let the 
balance of the stock be sold to the job lot broker at 
twenty-five cents per pair! 

There is more to the shoe business than just satis- 
fying the whimsies of “lovely people.” One cannot 
build a profitable shoe business on buying thirty-six 
pairs of this and that to make possible a random 
selection for whimsical needs. In a big city like New 
York perhaps such a stock might have a justification; 
but in the length and breadth of this country, sizes 
and widths are a lot more important in regular and 
sport shoes than all these queer combinations of 
fads and fancies. 

It is difficult enough, as it is, to operate in shoes 
under the theory that shoes are a necessity. It was 
rather refreshing to hear President Tuffly say most 
emphatically: “Shoes are a prime necessity, not an 
accessory. The women folk can get along without 
hats, belts, gloves, bags and what have you. These 
are accessories; but they can’t get along without shoes. 
If our public has chosen to consider shoes as an 
accessory, we are to blame because we have encour- 
aged the idea.” 

The voice of the shoe merchant is worth hearing. 
for he is the man who has to worry over the payroll, 
the consolidated size sheet and a mountain of clear- 
ance shoes because there are not enough people with 
similar ideas, absorbing short runs of shoes that are 
bought to cover a fad and a fancy. People who speak 
on trade platforms, who think that shoes can be oper- 
ated on the basis of a few dress sizes, a dozen assorted 
numbers and overnight service from a loft building 
in the garment district, need an education in the 
economics of shoe sizes, five and six weeks’ delivery 

[TURN TO PAGE 50, PLEASE | 
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MORE PEOPLE WALK ON GOODYEAR WINGFOOT HEELS THAN ON ANY OTHER KIND 
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A Spring footwear presentation 

that signalized the opening of the 

new department devoted to the 

finer grades of fashionable foot- 

wear for women by Berry-Burk & 
Co. of Richmond, Va. 


GOoO0D 
TASTE IN SHOE 
WINDOWS 
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"Spring's in the air; these shoes 
will put it in your step" was the 
timely message of this attractive 
window by Orthopedic Shoes, 35th 
Street, New York. A health shoe 
display with fashion appeal. 





HIERE are two interesting shoe windows, decidedly 
different in purpose and treatment, but alike in that 
both are worthy examples of modern window promo- 
tion. One is an orthopedic shoe window—a type of 
display that will be uppermost in the minds of a 
great many retailers as they read this issue of the 
Recorper. Window promotion is a vital part of 
NATIONAL FOOT HEALTH WEEK publicity, and 
for that reason many merchants have been devoting 
more thought than usual to the problem of what sort 
of window presentation is most effective in increasing 
sales of orthopedic types of shoes. 

The window display shown in the photograph at top 
of this column was used by Orthopedic Shoes, Inc., 
in its store at 29 W. 35th Street, New York, but the 
same sort of treatment is being employed in other 
stores of the same group throughout the country and 
it has occasioned favorable comment in various cities. 
The display piece, featuring brightly lighted niches to 
hold the shoes, is of light blue and a contrasting shade 
of yellow. The drapes forming the background are of 
a neutral shade of yellow gray and the light material 
covering the floor matches the yellow trim of the dis- 


Balance and Color Harmony 

Should Rule Invariably, in 

Orthopedic Footwear Displays 
as im Fashion Presentations 


play. From the picture it can be seen to what extent 
the shoes are set off by this bright color. This dis- 
play, we are told, marks the beginning of a program 
of similar displays to be undertaken by O.S.I. 
Window displays, featuring shoes of the orthopedic 
and corrective class, have, in the past, been not in- 
frequently open to the criticism that they have over- 
emphasized the mechanical and anatomical features of 
the shoes, and have not had sufficient regard for the 
elements of attractiveness, artistic appearance and eye 
appeal which should characterize every good window 
display, regardless of what sort of merchandise is 
being shown. 
[TURN TO PAGE 52, PLEASE] 
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TEEPLE Revere Leather STYLES 


ong THE airy AND BOYS WILL STAY WITH YOU 


Style No. 287—Men’s White Style No. 248—Men’s Grey & Style No. 182—Men's White 


(Reverse) Swanky Buck—Heavy (Reverse) Swanky Buck—Leather Reverse Veal (as illustration)- 
Sole and Heel—A-B-C-D — sizes Leather Sole and Heel—A-B-C-D 


Blue Crepe Sole—A-B-C-D—sizes 
to 11 —sizes to 11 83.25 


Fp No. ae ag ae 
SS) k k— v 
Vag ll Sole-A-B-C-D-—sizes Style No. 250—-Men’s Brown Style No. 180—Men's White 
to 11 $3.15 (Reverse) Swanky Buck—Leather Reverse Veal (Full Wing Tip)- 
Sole and Heel—A-B-C-D — sizes Leather Sole and Heel——-A-B-C-D 
—sizes to 12 83.35 





Style No. 283—Men’s Brown 
(Reverse) Swanky foe aaa sd 
Wine Crepe Sole—A-B-C-D—sizes 
to 11 AS Style No. 244—Men's Black Stute Hee 506s Pi. sa 
(Reverse) Swanky Buck—Leath everse eal ( ain Toe)-- 
: ~ a eae Leather Sole—% Rubber Heel FOR MEN AND BOYS 


Style No. 541—Boys’ White 
4 Sole d Heel—A-B-C-D—sizes t =e 
(Reverse) Swanky Buck—Heavy it and Hee “$3.15 ‘A-B.C.D-——sizes to 12 $3.25 WHO WEAR THE BEST 


Blue Crepe Sole and Heel—B-C-D 
—sizes 1 to $2.55 


Style No. 543—Boys’ Brown & Style No. 374—Boys’' White 

(R Swanky Buck—H y R Ss — 

Wine Gpe Sole tha Heel HOD Sie tnt heat A Be bse ALL STYLES IN STOCK 
60 


—sizes 1 to 6 


TEEPLE SHOE CO. + WAUPUN, WISCONSIN 
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srpecially qrond for Early Spring. Velvety, 
telered, colerhd—ond plenty shurdy! Fyte's 
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PRE-EASTER 


SHOE ADS 


ALTHOUGH definite lineage figures are not available, it is 
probably a safe estimate that the volume of newspaper adver- 
tising carried by retail shoe stores the country over in the 
fortnight just before Easter exceeded the total for any similar 
period since 1929. Many shoe stores made lavish use of news- 
paper space and the advertising, on the whole, was interesting, 
attractive and highly creditable to the industry. 

In addition to the advertising of the shoe stores, generous 
allotments of space were devoted to shoes by department stores 
and apparel shops. Women’s shoes, as usual, received more 
advertising emphasis than men’s, but the volume of men’s shoe 
advertising in many localities was greater than it has been for 

[TURN TO PAGE 54, PLEASE] 
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You'‘LL FIND THAT TREADEASY MY FEET FEEL SO GOOD 
SHOES ARE NOT ONLY COMFORTABLE IN TREADEASY SHOES THAT 
MADAM, BUT THEY'RE | COULD DANCE ALL NIGHT/ 


SMART TOO / 





























The Comfort and Smartness of Treadeasy Shoes, combined 
with an outstanding In-Stock Service, make it the ideal line for 
merchants who wish to build a successful corrective shoe business. 


NEW YORK CITY SALES OFFICE . : : 944 MARBRIDGE BUILDING 
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T. DUN BELFIELD 


THE Shoe Merchants Council of Philadelphia met at 
the Hotel Adelphi on April 3, to consider the possi- 
bilities of controls in retailing covering the Spring 
season, mutually advantageous to the public and the 
merchants of Philadelphia. 

President T. Dun Belfield congratulated the group 
on standing firm on the sales control plan of last sea- 
son and reported no violation of the gentlemen’s agree- 
ment—holding to regular prices and regular service 
until Dec. 24, 1935. 

The meeting was attended by the leading merchants 
in Philadelphia and thorough consideration was given 
to the cooperative merchandising campaign for Spring. 
Mr. Belfield emphasized the fact that the plan was 
predicated on the idea of giving the public the ulti- 
mate in sizes, widths and service and furthermore 
would help merchants make some money for the effort 
of selection and investment made. 

To preserve the regular selling period of the year, 
it was mutually agreed to hold no semi-annual clear- 
ance of shoes before June 22. That date was set as 
the earliest time for general clearance, although there 
is nothing in the agreement that prohibits internal 
reductions at any time. The majority of straight-line 
shoe stores propose no semi-annual clearances before 
June 30 and no clearance of whites until the middle of 
July, but in view of the fact that there are a number 
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SET 
SEMI-ANNUAL 


CLEARANCE DATE 


JUNE 22 


Philadelphia Shoe Merchants’ Council 


Extends Regular Selling Season 


of specialty shops subject to the rules of the dress 
house, the compromise was made setting the date for 
the semi-annual clearance of shoes as June 22. 

The statement was made that one store had in 1934, 
six months and eighteen days of clearance operation, 
whereas in 1935 the period was reduced to three weeks 
and the hope was expressed that in 1936 the sale might 
be condensed to two busy days and not to extend over 
a week. 

Such examples of progress were given by other mem- 
bers who say the gentlemen’s agreement is worthy of 
continuation as a demonstration that the Philadelphia 
public appreciates better service and the merchants 
honor the spirit of the movement bettering practices 
at retail. 

The following agreement was renewed: 

“It is proposed not to hold a reduced price shoe 
sale during this period. 

“It is proposed not to use the words, phrases or 
statements, or their equivalent ‘Sale,’ ‘Clearance,’ 
‘Reduced from (to),’ ‘Values from (to),’ ‘Comparable, 
etc., in the press, in store windows, on signs, by circu- 
lar or through the use of the U. S. mails or in any 
other consumer-contact advertisement whatsoever, dur- 
ing this period. 

“It is proposed not to use comparative prices dur- 
ing this period. 

“It is proposed not to give any article of merchan- 
dise away as an inducement to make a sale. 

“Tt is proposed that this plan is in no way to stop 
the regular ‘promotion’ of shoes, but is solely ar- 
ranged to stop trade ‘sale’ abuses. 

“It is proposed that there is to be no objection to 
distributors making the following statements in their 

[TURN TO PAGE 77, PLEASE] 
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the many W\NTHROP 
Sport Shoes IN STOCK 


GRANT LAST DOWNS LAST DOWNS LAST 
84070 Brown Monk — and Whip- 


‘ ine Out pet Ca 

94940 Genuine White Buck. .$4. 4 

AMA Sa Mie 7 - * ° ‘ielaae Raven ree 
Leether ‘Heel Natural ne Ow Sole c 


TAFT LAST DOWNS LAST REGENT LAST 
Bench Out 93060 White Monk Calf .....$3. 98220 Genuine Whi 
83260 te Buck. .$4.15 
94160 Genuine White Buck. .$4.75 160 Gray Monk Calf q AAA 8-12 AA7Y2-12_ A7-12 
AA 72-12 A7-12 B 6-12 AA 742-11 -12 B6-12 C6-12 06-12 
C 6-12 2 Leather Heel 


D6-1 d \- D 5-11 
Triple Crepe Sole and Heel to Match 


Leather Heel 
36260 Brown Monk Calf $3.85 
A7-t1 B 642-12 C 6-12 





Leather Sole and Heel 


DEVON LAST TILFORD LAST 
Washable Calf 3041 White Buck Veal Venti- 2025, White Bure rr 


L 98420 White 
© Lo Featherweight Construction . $3.90 lated 35 7-11 
olin eat yO ° OP ae C6-11 8 =D6-1I 
Rubber Heel Rubber Heel Leather Heel 

A Brochure showing complete line of 

sport shoes will be sent upon request. 


WINTHROP SHOE Co. 


1509 WASHINGTON AVE. 
ST LbLOuUIS, MO. 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 





over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 
ship in this art. 

Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 


THE LAST WORD 


UNITED 


— UNITED LAST COMPANY! 
———140 FEDERAL STREET, BOSTON, MASS. 
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REGIONAL JS SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO, Yp =MPIRE LAST WORKS 
AUBURN, MAINE “pp ROCHESTER, N. Y. 

T. W. GARDINER CO, GE KRENTLER BROS. CO. 
LYNN, MASS. Vif, ST. LOUIS, MO. 

UNITED LAST CO, KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

stewart & PoTreR co, THE LAST WORD ynitep Last co., ito. 


BROOKLYN, N. Y. U N | T E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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No. 6600 


Men's Terry Cloth, 
Cork Sole. 


rrr ee 










Women’s Linen 
Rope Cord, Color- 
ed Cork Sole and 






No. 6910 
Men's English 
Luggage Leather 
Scuff. 





No. 8650 
Women’s “Texoid” 
Strapping, Color- 
ed Cork Sole and 
Heel. 





New as tomorrow, with exclusive materials, 
patterns and construction. Linen, ‘“Texoid’’ 
sandal strapping, Rope Cord, Terry Cloth, Lug- 
gage Leather and Colored Cork, (exclusive 
with Swan)—make the most attractive sandals 
of the year. Swan construction eliminates the 
usual cork sandal troubles and affords more 
flexibility and longer wear. Steel shanks (in 
women’s) complete the ideal sandal. 


May we mail you our new catalog on “Sum- 
mer Sandals’? 


SWAN SHOE COMPANY 


BALTIMORE, MD. 


2201 AISQUITH ST. 
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Can't Carry Everything 
In Shoes 


[CONTINUED FROM PAGE 40] 





and the slow process of selling over the fitting stool 
a pair at a time to a customer trying to reconcile 
color, material, price and definite use. For in the 
last analysis, if the public bought a garden shoe it 
must have other uses to justify its place in the ward- 
robe, unless that customer has unlimited money and 
limitless activities. 

As for the young men not being up to the minute 
in the last foibles of the world of fashion, $20.00 a 
week doesn’t give much play to social equality, to 
put the man at the fitting stool on a par with his 
customer in the conversations that lead up to a sale. 

No, indeed, there is something rational and con- 
sistent about shoes as a business that makes it a 
sound, substantial service to masses of the public. Not 
that we would discourage by a single pair the diversity 
of human footwear, but we would make the mild 
suggestion that custom shoes can be had for the limited 
uses of the elite. 

No industry in America has done a comparable job 
in setting up practical classifications, ranging all the 
way from bathing shoes to ski boots; and diligent 
shopping by the customer can find the right shoe for 
the right occasion, but by the grace of sizes and widths, 
everything is not carried in every store. 


Easter Fashion Exposition 

Atzantic City, N. J.—The Du Pont Company is 
presenting an Easter exposition of fashion at the Du 
Pont Exhibit on the boardwalk at Atlantic City from 
April 6 to April 13 inclusive. The important part 
which the Du Pont Chemical industries play in the 
economic life of the nation, as well as the diversity 
of the products of E. I. du Pont de Nemours & Co., 
Inc., will be graphically displayed. 

The exposition will be staged twice daily at 11:00 
a. m. and 3:00 p. m., with additional showings at 
8:30 p. m. on Saturday, April 11, and Easter Monday. 
April 13. There will be six major du Pont divisions 
represented on the runway: Du Pont Rayon, Dyes 
“Acele,” Pyralin, Cellophane, R & H Chemicals and 
Grasselli Chemicals. The fashions will be displayed 
by professional models from New York on a specially 
built stage that has been constructed to run through 
the center of the exhibit. The latest public address 
system has been installed by the R. C. A. Manufac- 
turing Company to carry the remarks of the com- 
mentator to every part of the exhibit. 

The first group, illustrating the effectiveness of Du 
Pont dyes, will consist of sixteen new fashions in 
linen and cotton. Some of the fabrics that will be fea- 
tured in this group are anti-crush linens, seed cottons, 
India prints, Powder Puff muslin, glazed chintz, or- 
gandies, and the new novelty hand-printed piques. 
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INTRODUCING 


THE ‘THOMPSON OSTEO NAILESS SHOE 


THE SHOE THAT REACHES A NEW 
HIGH IN MERCHANDISING 











“Gentle, Firm Support” 





‘II Twists 
and Turns” ssi 











“Fits Like a Glove” 


—_ 














“New Foot Comfort” 


OVER FIFTY-FIVE YEARS 


Thirteen smart new styles 
in-stock for immediate 
delivery 


‘pao 


UNRIVALED IN SALES 


POSSIBILITIES 


The Thompson Osteo-Nailess 
shoe is the greatest revolution- 
ary innovation in fine quality 
shoe construction for over a 
decade and offers the most pow- 
erful and successful sales pres- 
entation and profit making 
opportunity ever offered in shoe 
merchandising. 


Unparalleled features embodied 
in its special patented construc- 
tion combine to create a new 
value in quality shoes that will 
become universally recognized 
and demanded by men every- 
where. 


The Thompson Osteo-Nailess 
shoe reaches the peak in mer- 
chandising perfection. 


Boulevard Last 
Stock No. $2012—Black 
Stock No. $2014—Tan 
AAA to D 
6-12 


OF BUILT-IN QUALITY 


Send for new catalog and 
franchise information. 


| Ot 0) 23 °C O RY 5 (0) 3 


FINE SHOEMAKERS 


=) 5 iO Oe Ge Or Ot 
CAMPELLO, MASS. 
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“ORIGINAL CHIPPE- 
WAS” make loyal cus- 
tomers for the store, for 
they are a superior work 
shoe—expertly crafted of 
quality materials, and sci- 
entifically constructed to 
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CHIPPEWA SHOE MANUFACTURING COMPANY 


CHIPPEWA FALLS WISCONSIN 
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Quick Turnover with 


insure foot health and comfort for farmers and industrial 
workers who have to be on their feet long hours. And, 
we back up an excellent product with a fast In-Stock 
Service which aids your stock-turn and profits! 

NONE BETTER—Catalog and particulars on request. 

No. 900—Choc. Elk Welt. 
Bal. stitched tip, half stock tongue, 


drill vamp lining, grain insole, inside 
leather top band, medium double oak 


sole, rubber heel. 


Last 36, In-Stock A to E widths, 


sizes 6 to 12 


In-Stock 
for Immediate 
Delivery 


QUALITY WORK SHOES 


° 
w 
La 


Profit with “ORIGINAL 
CHIPPEWAS” 
Now advertised to 1,259,753 


Farmers. 


SINCE 1901 


Seamless 
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Good Taste in Shoe Windows 


[CONTINUED FROM PAGE 42] 


Advertisements and window displays 
which feature orthopedic shoes should, 
of course, present in a graphic and 
understandable way the health, cor- 
rective or fitting features embodied in 
the shoes. These are the selling points 
on which the shoes are offered to the 
public. But there is no reason why a 
window of this class should wholly dis- 
regard the fairly definite rules of good 
layout, balance and harmony that 
apply to window displays in general. 
While illustrating the mechanical or 
health points of a shoe, a window dis- 
play is hardly the place for a demon- 
stration in anatomy, and it must be 
acknowledged that a great many stores 
have transgressed the rules of good 
taste in the types of illustrations they 
have sometimes used and in showing 
too many models of feet, especially of 
the deformed type. 

Few shoe stores featuring correc- 
tive shoes could afford to depend on 
the business of people suffering from 
radical foot deformities and the aver- 
age customer, especially if she is a 
woman, does not like to have the sub- 
ject brought too forcibly to her atten- 
tion. She does not wish to contem- 
plate the subject of foot deformities or 
to have them impressed on her con- 


sciousness in a way that is too vivid. 
It is far better to plan an attractive 
window setting or background, to make 
the general effect as appealing as pos- 
sible, and then devote some prominent 
portion of the window to a display 
card, or some illustrative material, that 
puts over the story of the shoe clearly 
and simply, without resorting to any- 
thing that might transgress the boun- 
daries of good taste. 

National Foot Health Week will 
have justified itself many times over 
if it accomplishes nothing more than 
to teach retailers, who perhaps have 
never before given special considera- 
tion to the requirements of effective 
orthopedic window presentation, the 
special needs and requirements of this 
class of window promotion, which year 
by year and season by season is tak- 
ing on an increasing importance as 
more shoe men come to recognize the 
possibilities of a sales appeal based 
on foot health and proper fitting. 

The lower photograph shows a window 
display used in connection with the 
opening, under their own management, 
of a beautiful and up-to-the-minute 
Shoe Lounge by Berry-Burk & Co.,, 
Richmond, Va., featuring fashionable 
women’s footwear in the better grades. 


The shoe section of this store was 
formerly operated as a leased depart- 
ment, but on March 1, after being en- 
tirely remodeled, it was reopened under 
the direct management of the store. 
Mr. Lippard, long associated with 
Berry-Burk & Co. in the shoe depart- 
ment, is manager and buyer for the 
new department and Miss Virginia 
Bugg is stylist. 

Fashion was the keynote of prac- 
tically all shoe windows, except those 
of strictly orthopedic and utility shoe 
stores, in the fortnight preceding 
Easter, when retailers put forth their 
best efforts to display the newest in 
Spring footwear to the utmost ad- 
vantage. With a vast multitude of 
attractive new colors and patterns at 
their disposal, there was little diffi- 
culty in obtaining effects that were 
beautiful and appealing to the woman 
who is interested in pretty shoes—and 
what modern woman fails to respond 
to their allure? Never before have 
shoe windows in and about New York 
presented a more attractive appear- 
ance, and no doubt the same was true 
of every city and town of substantial 
size the country over. 

Indications all point to a keenly com- 
petitive period of window promotion 
from now until Summer, with every 
enterprising shoe store putting forth 
its best efforts to corral its share of 
the season’s business. 
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WELL-SHOD FEET DO THEIR WALKING IN 


This vegetable tannage is a true friend to men who keep on 
the move. It molds itself to the foot the first day — and loses 
none of its glove-like pliability after wetting and drying. There 
are no free acids to injure sensitive skins. @ Walking shoes 
made with Norwegian retain their handsome, shapely appear- 
ance in heavy-duty wear. Its natural hand-boarded grain 
harmonizes with either rough or smooth suitings. » » » 


A. F. GALLUN & SONS CORPORATION, Milwaukee, Wis. 


GALLUN LEATHERS 


ALWAYS STANDARDS OF EXCELLENCE 


ee 
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Note the name on the arch-brace, 
visible te your customer’s eye; 
therefore, a helpful selling feature. 
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new numbers. 








features that have made the Nu-Matic 





This scientific cushion shoe will 


BEWARE OF IMITATIONS 





AT LAST—We have perfected a semi-flexible Nu- 
Matic arch brace that adds additional support to the 
weakened and fallen arches—plus—the everlasting 


less cushion the outstanding comfort shoe of today. 


“repeat profits’ for you. Send for our 
catalog of men’s and women’s shoes 


Salesmen: Choice territories open. 


Exclusively Manufactured by Rohn Nu-Matic Shoe Manufacturing Company 
512 W. Florida St., Milwaukee, Wis. 


Kohn Hu Matic 
CUSHIONED SHOES 





100% nail- 


spell 












When thinking of RODALAQUES 
think of LINCOLN — 


The Washable “PYRALIN” Bag 
featured on the following page in 
DuPont’s ad is made by 
LINCOLN. It is only 
one of our many beautiful, smart 







Our reputation as the leading factor in the DOLLAR 
Rodalaque field . . . as the Source for original, clev- 
erly styled, sure-selling creations . . . will be fully 
appreciated when you see our entire collection of 


new DOLLAR-RETAILING Rodalaques. 


They include handsome, large size Bags, Box Vanities, 
Swagger handle effects, styles with changeable slides 
to match various costume color combinations, and 
many other unusually appealing novelties. COLORS: 
Red, White and Pastel Shades. 


Lincoln Leather Goods Co. 


6 & 8 West 32nd St. 


New York City 











relying for its beauty on beautiful 
leather and a natural contour. It is 
evident in Paris, I noticed it in London 
as I passed through on my way here, 
and here in America I find everything 
pointing to the development of this new 
thought in shoe fashions. 

Line—the first key to all modern 
art. The lines of the pattern must 
follow the lines of the last and the 
line of the last more and more closely 
follow the planes of the foot. Intensive 
details have no more place on the new 
shoe than have the gargoyles of Notre 
Dame on the top of Rockefeller Center. 
Punching, piping and stitching shall 
only serve to accentuate a natural line 
of the foot and enhance the beauty of 
a fine material and not disguise a poor 
one. 

This question of material is impor- 
tant-in this new scheme of things. There 
was a time when feminine vanity would 
pay any price for anything that fitted 
gracefully into the current fashion 
frame. Now she will, too, be only if 
comfort, too, is included. Women are 
too active now not to appreciate cool 
feet and be willing to consider it in 
buying their shoes. 


Color—the second key to _ 1936. 


There’s drama in mad hats and riot- 


Shoe Styling Turns a New Corner 


[CONTINUED FROM PAGE 28] 


ious accessories and now in the glori- 
ous opportunity for the shoe maker to 
step right in and break the idea of 
that “dawn ’til dusk shoe.” 

The last collections Paris did a great 
deal to again encourage a “dress for 
everything and every every dress in its 
place.” The shopping dress is no longer 
“right” in the afternoon. Or if you are 
one of the workers of the world and 
can’t leave your office to change in the 
afternoon, you are at least made to 
realize that your country clothes are 
no longer the thing for the town. The 
evening is a time utterly apart, when 
glamour comes into its own and you 
can’t wear those little black satin 
slippers you wore at your cocktail 
party. Shoemakers in Paris are tak- 
ing advantage of this lead. They use 
the language of color to express dif- 
ferentiation in types of shoes and to 
stimulate interest in shoes for the 
occasion. 


Pre-Easter Shoe Ads 


[CONTINUED FROM PAGE 44] 


several years. And that is a distinctly 
encouraging sign, for men’s shoe stores 
in general have been ultra conservative 
in their advertising appropriations. 








Easter shoe advertising invariably 
emphasizes the appeal of fashion and 
this year was no exception. The attrac- 
tive shoe designs and wealth of mate- 
rials offered for Easter and the Spring 
season were illustrated in great variety 
and profusion. And the ad men, ap- 
parently, vied with one another in try- 
ing to make their layouts and illustra- 
tions reflect, in the highest degree pos- 
sible, the style and smartness of the 
shoes themselves. 

Better business, as usual, is produc- 
ing more and better advertising, which 
in turn should result in the further 
stimulation of business. That’s a 
healthy, beneficial circle that deserves 
the encouragement of every merchant 
and advertising executive, who should 
now redouble their efforts to increase 
Spring and Summer shoe sales by pub- 
licity and promotion of the constructive 
kind. 





Lintner's Renovated 


SHEBOYGAN, Wis.—The interior of 
the Lintner’s Shoe Store, 1234 Superior 
Avenue, operated by Fred Lintner, has 
been renovated. Modernly designed 
fixtures have been installed, finished in 
a new rusk color with black, ivory and 
green trim. New floor covering has 
been laid in a color to match the in- 
terior. 
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“PYRALIN” 


A DUPONT PRODUCT 
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of Scrubbable “PYRALIN” 


A DU PONT MATERIAL 


A natural double sale—smart summer shoes—handbags fabricated 
from Du Pont “Pyralin.” Distinctly beautiful, genuinely practical, 
these bags are scrubbable, durable, pliable and colorful. ““Pyralin” 
is made by Du Pont—manufacturers of rayon, “Cellophane” cellu- 
lose film, “Duco” finish, “Fabrikoid” coated fabrics, and hundreds 
of other products. The name Du Pont stands for quality throughout 
the world. Specify handbags fabricated from “Pyralin.” For infor- 


mation about these bags, write Du Pont Viscoloid Company. 


TO QUALITY 
Rs. u. 5. pat OFF REG. U. S. PAT, OFF. 


MERCHANDISE 
DUPONT VISCOLOID COMPANY, INC., 
EMPIRE STATE BUILDING, NEW YORK CITY 


smc omy PYRALIN. 
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NEW MACHINES 
NEW METHODS 
NEW PROCESSES 


are illustrated and explained in this 
booklet . . . A copy will be mailed 


upon request. 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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WHITE SHOE CLEANER 


BOTTLES 
and 





N WONT RUB OFF ! 


SENSATIONAL WHITE CLEANER 
SETS NEW SALES RECORDS! 


ROVED by demonstration in hundreds of leading 

stores. Approved enthusiastically by users in thou- 
sands of homes. Advertised nationally to millions of cus- 
tomers in the most powerful campaign ever put behind 
a white shoe cleaner. 

Marvelous New Shinola White is sweeping the country 
because it’s the only white cleaner guaranteed not to 
rub off! Brings you faster, easier sales, quicker turn- 
over, bigger profits than ever before. Don’t lose sales. 
Cash in on this demand. Stock New Shinola White now 
and feature it in your store. For FREE sales-building 
window and counter displays, write to SHINOLA, 88 
Lexington Avenue, New York City. 


STOCK SHINOLA WHITE FOR PROFIT 
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THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL Il, 1936 


NATIONAL NEWS 





Predicts Passage of Patman Bill 


Sponsor Denies Anti-Discrimination Measure Will Have Effect of 
Price-Fixing, but Distribution Institute Director Takes Issue 


New YorkK—Predicting that the 
Robinson-Patman Price Discrimination 
bill would pass the House of Represen- 
tatives within 10 days and that it will 
be enacted into law at this session of 
Congress, Representative Wright Pat- 
man told the International Association 
of Sales Executives in an address at 
their conference at the Biltmore Hotel 
on Friday of last week that his bil! 
is not a price-fixing measure. 

“If this bill meant price fixing, I 
would be against it,” Representative 
Patman said. ‘However, it will have 
the opposite effect of more and keener 
competition. Its object is to curb the 
monopolistic trend in distribution and 
thereby help consumers, wage-earners 
and farmers. The business of the 
chains today represents 25 per cent of 
the total retail trade of the country 
and rebates and price concessions have 
grown so that they have amounted to 
one-half of the profits of some distrib- 
utors, allowances which have not been 
available to their competitors.” 

He described independent merchants 
today as playing against “loaded dice” 
in the form of these rebates to chains, 
and asserted the measure would re- 
quire the “treatment of all customers 
alike,” eliminate “bribery by forbid- 
ding the payment of brokerage to buy- 
ers by sellers or vice versa,” enable the 
Federal Trade Commission “to estab- 
lish quantity limits on discounts” and 
prevent “pseudo” advertising allow- 
ances while permitting legitimate ad- 
vertising allowances to be continued. 

Representative Patman asserted that 
the slogan of “lowest prices to consum- 
ers, without qualification, was not in 
the interest of the country.” 

Wheeler Sammons, managing direc- 
tor of the Institute of Distribution, took 
issue with Representative Patman on 
the bill, asserting it was a “horse and 
buggy measure” that would give the 
Federal Trade Commission “unlimited 
power” and “which, if enacted, would 
not be sustained by the Supreme 
Court.” 

Mr. Sammons declared all of the 
objectives of the bill can be obtained 
under present laws and that new legis- 
lation is not needed. He asserted the 





'36 Production Shows Slight Gain 


Washington, D. C.—Shoe production for the 
month of February, 1936, decreased 2.1 per 
cent from January 1936, but increased 2.8 per 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF FeEBR' 
ae EBRUARY 1036 
as 











cent from its corresponding month of 1935, 
according to the latest figures released by 
Director William L. Austin of the Bureau of the 
Census, Department of Commerce. 

Total production, including boots, shoes and 
slippers, of the 927 factories reporting for the 
month amounted to 31,739,837 pairs as against 
32,419,989 pairs in January, 1936, and 30,- 
874,715 pairs in February, 1935. 

Total production for January and February 
of th's year, inclusive, increased 6.2 per cent 
over the corresponding period of 1935. 





main drive underlying the bill is the 
desire of a part of the population to 
have the government assure their fu- 
ture, similar to the objectives sought 
under the Townsend Plan. He termed 
the bill a “delusion” for the indepen- 
dent merchant. 

E. A. Filene, president of William 
Filene’s Sons Company, Boston, who 
has just returned from a nation-wide 
tour in the interesst of the league of 
cooperative department stores he is 


sponsoring, declared “consumer co- 
operatives, instead of constituting a 
new menace to business” offers “capi- 
talism a bulwark against socialism, 
communism and dead, dull bureaucratic 
operation of industry, whether by the 
government or by short-sighted capi- 
talist cartels.” 


Business Girls Buying Good Shoes 


Los ANGELES, CAL.—A substantial 
increase in the number of secretaries 
and well paid business girls who are 
returning to the buying of good shoes 
is noted by Charles Cline in both his 
French Slipper Shops, here and in 
Hollywood. His sales volume is also 
being steadily improved through a 
more liberal spending policy by his old 
customers who have money. People who 
formerly waited for sales in order to 
pick up shoes at $11.85 are buying 
freely at the $13.50 and $16.50 prices. 
This Spring the selling of quality ac- 
cessories, bags and hosiery, is showing 
a substantial increase. All of this Mr. 
Cline points out as being most grati- 
fying to a concern which has stuck to 
quality for so long a period. Last sea- 
son the trade was buying shoes in one 
and two pair lots without questioning 
price. Now that they have returned to 
their old way of buying three to six 
pairs at a sitting. 





DATES TO REMEMBER 


National Foot Health Week, April 13-18, 1936 


Spring Meeting Tanners’ Council, White 
Sulphur Springs, Va May 7, 8, 1936 


Fall Opening, Shoe Fashion Guild of 
America, Waldorf-Astoria Hotel, 
May 18, 19, 20, 1936 


Boston Shoe Fair, Boston, Mass., 
June 8, 9, 10, 1936 


Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
June 14, 15, 16, 1936 


Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 14, 15, 1936 


California Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 
June 15, 16, 17, 1936 


Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 
Seattle, Wash. ....... June 21, 22, 23, 1936 


Illinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Pierre, 
ci eee cetewal June 21, 22, 23, 1936 
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Scott's Metatarsal Insole 
A Quality Item You Can Be Proud To Sell! 


No. 1 Topping leather is a superior, light-colored, genuine 

calfskin, backed with good grade of bottom leather; 
air cushioned sponge rubber supports for both metatarsal and 
longitudinal arches, properly placed between them to give 
the right assistance to the arches, while allowing them to 
function as Nature intended. Packed one pair in an attrac- 


Ladies’ Sizes: 3-9 Inclusive. N. & W. Men's: 6-1! Inclusive. W. only. 4A] 


Prices: $5.40, dozen pairs “—, $60., gross pairs 
No. 2 Soft tred, split side leather topping, without 
bottom leather. Same size as No. |. Packed | pair 


in plain white carton. $3.70, doz. pairs; $38, gross. 
No. 3 Soft tred, same as No. 2, without longitudinal 


$3.10, dozen pairs; $33, gross pairs. 









YOUR 










A $1 Retailer... 


figure 


SCOTT 


FOOT APPLIANCE CO.., INC. 
Omaha, Nebr., U. S. A. 
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Profitable ITEM 


that brings profitable 


REPEAT BUSINESS 


from 
SATISFIED CUSTOMERS 


PROFIT ! 






























How In-Stock Service Assists 


[CONTINUED FROM PAGE 29] 


they keep sized up on all through the 
June and July period. Shoes so selected 
are in-stock propositions, purposely 
chosen because of that fact. These 
shoes, which for the most part are 
active sports types, are not put on 
sale at any time of the year. If the 
management felt obliged to have these 
shoes made up, not nearly as many 
would be bought or sold. Because of 
the ability to replenish often and in 
mid-season, shoes of this character en- 
joy a most profitable record. Salesmen 
on the floor turn to these shoes just as 
soon as the make-up lines begin to get 
broken, a point which is the reason of 
so much end of season activity in these 
in-stock lines. 

In-stock shoes will account for fully 
fifteen per cent of the sales volume 
during June and July in a store like 
Robinson’s where the prices start at 
$10.75. “If we did not have the de- 
pendence of good in-stock service dur- 
ing the latter part of the season we 
would seriously cramp our volume,” 
observed Buyer Paul Kirsh. 

One of the main objections to using 
shoes from in-stock houses was that 
“everybody would have it,” and so 
the value to any one stock would be 
lessened. This point was put up to 
M. Kalsman, who buys the men’s 








shoes for the several Silverwood stores, 
for it is a well-known fact that this 
buyer obtains 95 per cent of his shoes 
from in-stock sources. If anyone could 
merchandise made-up shoes, Kalsman 
could on account of his healthy vol- 
ume. The answer was _ illuminating: 

“If a salesman or factory does a 
bad job in choosing outlets, it hurts 
everyone. On the other hand, when 
outlets are chosen with care, it helps 
everyone. We only do business with 
reputable houses, who in turn sell 
only reputable stores. If a pattern is 
good in our stores and in other stores 
too, it helps us all to promote it at the 
same time. 

“One of the first questions asked in 
looking at a line is whether or not it 
is in stock. The in-stock shoes govern 
our buying. If it is a case of a tip 
being different on a stock shoes from 
what we had in mind, the stock shoe 
is bought, as they are more apt to 
be right than we are. Then when it 
comes along in May, June and July 
we can get all the necessary sizes 
needed to give our customers the fit- 
ting service due them. 

“Few men’s shoe buyers realize that 
most of us do fully 75 per cent of 
our business during the period from 
May 1 to August 1 on only 20 per 





cent of our stock. Sport shoes sell 
while most of the rest of the stock 
lays dormant. Nothing will change 
that. We must have calfskins right 
up to the time when the sports start 
to sell in volume, and as that is wholly 
dependent on the weather no one can 
call the turn on the exact date. That 
is where good service from the in- 
stock houses stands us in good stead, 
for we are able to turn to them for 
immediate deliveries, whereas if we 
waited to have these goods made to 
order it would take us from 30 to 60 
days longer. During that period many 
good customers would be lost or 
strayed.” 

Good business indicates the best way 
to run a shoe stock is first to buy a 
basic stock with as few patterns as 
necessary and from as many in-stock 
sources as possible. In this way a shelf- 
ful of shoes will satisfy more custom- 
ers than one with many styles and few 
fitting sizes. The entire merchandising 
plan should be built around some good 
in-stock departments. It is possible to 
find nearly every kind and type of shoe 
carried on the floor. Some plants spe- 
cialize in just dress pumps, while others 
have feature shoes. Good factories 
will not permit their in-stock depart- 
ments to suffer from heavy buying 
drains on it. 

Good merchandising plans call for 
the cleaning out of the make-up lines 


[TURN TO PAGE 74, PLEASE} 
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Now is the time to take full 
advantage of our great variety 
of seasonable styles on the 
floor ready to ship. See our 
catalog. 
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Lal THE KEY TO SUCCESSFUL RETAILING 


@ MORE WEAR @SAFE STYLING @BROAD SELECTION 


@IN STOCK @ QUICK DELIVERY 


PETERS SHOE CO., ST. LOUIS Branch of International Shoe Co. 
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Ray Dorr Appointed 
General Manager 


INDIANAPOLIS, IND.—Appointment of 
Ray C. Dorr as general manager of 
Skinner’s, Inc., a retail shoe firm at 35 
Monument Circle here, exclusive deal- 
ers in Foot Saver and Vitality shoes, 
has been announced by Mr. Norma S. 
Skinner, owner. 

Mr. Dorr in 1927 opened the original 
Foot Saver Boot Shop on Market 
Street. He left this store four years 
later to take charge of a group of re- 
tail Foot Saver shops for the Julian & 
Kokenge Company, where he remained 
until h’s return to this city. 





OLU NEED 
RIDING 


CON NELL 


Ever increasing sales 
and new customers 
can be contributed 
solely to the superb 
craftsmanship and 
quality materials 
found in the Con- 
nell Riding Boot, the 
country's smartest 
styled boot carried 
in-stock in three 
grades. 
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F. J. Puerling, Last Maker 


BROOKLYN, N. Y.—Prominently iden- 
tified with the development of the new 
flat toe last, which is following in 
the wake of the square toe, is F. J. 
Puerling, manager of the Stewart & 
Potter Company of Brooklyn. This 
company was organized in 1893 and is 
now a branch of the United Last Com- 
pany. To Mr. Puerling is given much 
of the credit for designing this new 
type and for its introduction to the 
industry. 


F. J. PUERLINS 


Mr. Puerling has been in the em- 
ploy of Stewart & Potter for 28 years 
and is not only thoroughly familiar 
with every phase of last and model 
making, but also with pattern making 
and styling. This unusual knowledge 
of style plus his ability to take what 
may be a rather vague style idea and 
make it practical, have given him an 
almost unique position in the trade; 
and have earned for him the reputa- 
tion of being one of the foremost shoe 
and last stylists in the United States. 

His services, therefore, are much in 
demand and he travels extensively. 





= 
pEPEA 
“PSALES 


J. M. CONNELL SHOE CO. 
SO. BRAINTREE, MASS. 
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Blue, Patent and Sandals 
Lead Sales 


Houston, TExAS—Navy blue is the 
leading color, patent leather the lead- 
ing material and sandals the leading 
type in Spring shoe fashions, ac- 
cording to Louis F. Tuffly, president 
of N.S.R.A. and president of Krupp 
& Tuffly of Houston. 

“Spring business is a little slow, 
due to the weather, but we’ve had 
enough to tell which way the wind is 
going to blow,” Mr. Tuffly said. 

“Navy blue has become the ac- 
cepted Spring fashion color, but it 
seems to me it becomes more popular 
each season. It is now what white 
will be later on—our best bet. Fol- 
lowing in popularity are black patent, 
pastels, with British tan and gray 
tied for fourth place. British tan has 
been a fair seller, but the fact that 
the color is hard to keep as it usually 
darkens when polished and can be 
worn only with certain other colors, 
puts it down the list. Combined with 
navy blue it’s smart and women like 
such shoes. 

“Patent leather is one of the most 
popular materials for Spring. Black 
patent is first choice, but our new 
pastel patents are selling, too. And 
right here I want to emphasize the 
importance of white patent. It’s our 
biggest selling material in white right 
now. We’ve stocked white patent be- 
fore in a small way, but this season 
is the first time it’s won any degree 
of popularity. I look for big things 
from it as the ‘white’ season advances. 

“From the look of things, Spring’s 
going to be a sandal season, with pas- 
tel tones taking the lead. We’re sell- 
ing many types for sports, afternoon 
and dancing, in pastel patent, linen 
and suede—and in all price lines up 
to $12.75. 

“What about square toes and heels? 
They’ve already become a classic fash- 
ion and I think they’re with us for 
several seasons. Our customers like 
them—they’re asking for them more 
this season than they did last. They 
make the foot look smaller, which 
probably accounts for their popular- 
ity. 


Form Shoe Repair Partnership 


DALLAS, TEx.—Organization of the 
partnership of Scarlotta & Whiddon, to 
operate shoe repair departments in Mc- 
Crory stores throughout the country 
has been announced here by the part- 
ners. 

The company is composed of Tony 
Scarlotta, former owner of Pacific Shoe 
Shop, and W. E. Whiddon, well-known 
member of Whiddon’s Shoe Store and 
formerly with the Leon Kahn Shoe 
Store. Shops have already been opened 
in ten southern cities, including Dallas. 

Modern shoe repair machinery has 
been installed in all of the ten shops, 
for making all kinds of repairs, dyeing 
and thorough rebuilding. 
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The two prominent white shoe fabrics 








for Summer ° 


Florida Cloth... . 


a high grade cotton fabric which has the 


Gabardine appearance. 


Summerlin 


a high grade cotton fabric with a linen 


appearance. 


READILY TINTED 


. Evastetn, auc. 
One Park Avenue New York 
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Shoe Production Passes All-Time Peak 








Canadian Leather Industry Shows Marked Improvement Over Three- 
Year Period 


MONTREAL, CANADA—Conditions in 
the leather industries of Canada have 
been showing improvement for nearly 
three years. Reports recently avail- 
able show increases in output in im- 
portant branches of these industries 
during both 1933 and 1934, while par- 
tial indications for 1935 indicate that 
the past year was marked by an ad- 
vance over 1934. The output of the 
leather boot and shoe industry for last 
year appears likely to create a new 
record, exceeding even the high peak of 
the pre-trade recession years. Employ- 
ment at the leather factories at the end 
of 1935 was well above the closing 
month of 1934 and retail sales of boots 
and shoes also recorded a considerable 
advance last year. 

The production of boots and shoes in 
Canada for the first 11 months of 1935 
totaled 20,146,000 pairs. In the corre- 
sponding period of 1934 the output was 
17,321,000 pairs. The peak output of 
the leather footwear industry on record 
was established in 1928 at 20,793,000 
pairs, the output in 1929 being 20,459,- 
000 pairs. Production in December has 
never been reported at less than 900,000 
pairs, so that it is evident that the 12 
months’ cumulative figure for 1935 will 
be higher than the total for the peak 
year. Sales of boots and shoes in No- 
vember, 1935, according to the index of 
retail sales published by the Dominion 
statistician were over 6 per cent higher 
than in November, 1934. Employment 
at the boot and shoe factories at Dec. 1, 
1935, was put at 102.6 in the monthly 
index, as compared wth 92.3 in Decem- 
ber, 1934, while for leather factories as 
a whole the index rose from 94.3 to 
103.8 on the same comparison. 

Although one of the smaller Cana- 
dian industries, the manufacture of 
leather mitts and gloves is one of con- 
siderable importance, as it provides 
about 90 per cent of the leather gloves, 
mittens and gauntlets used in the Do- 
minion. The total output of this in- 
dustry in 1934, according to figures 
just released by the Dominion Bureau 
of Statistics, was valued at $3,634,000, 
an increase of 30 per cent over 1933. 
In 1933 the value of the output was 
$2,791,000, and in 1932 it was $2,145,- 
000. The total number dozen pairs of 
gloves, mittens and gauntlets of all 
kinds manufactured in 1934 was 538,- 
636, compared with 448,774 in 1933 and 
365,201 in 1932. Chief among the kinds 
of leather used in 1934 were sheepskin, 
cowhide, horsehide and muleskin; in 
less quantity, goat, deer, kid, lamb and 
pigskins. Forty-six factories were in 
operation in the industry in 1934 and 
the capital investment was $2,181,000. 

The treatment of hides and skins, 
comprising the operations of tanning, 
currying and finishing, is one of the 
most important of Canadian industries, 
supplying leather of many kinds for 
home consumption and to meet the re- 


quirements of a large export trade as 
well. The value of production in the 
tanneries in 1934 was $17,909,000, 
while the exports of various kinds of 
leather had a value of $3,291,000 and 
the imports $2,296,000. The total value 
of production in the industry in 1933 
was $16,475,000, with $14,188,000 in 
1932. The principal items of output 
of the Canadian tanneries are classified 
as “sole leather” and “upper leather.” 
The production of the former in 1934 
was valued at $5,214,000, of which 98 
per cent was credited to “oak sides.” 
Production of “upper leather” in 1934 
had a value of $8,862,000, the principal 
items being cattle and horse hides, calf 
skins and patent and enameled shoe 
leather. Among the _ miscellaneous 
kinds of leather produced by the in- 
dustry are glove and coat leather, trunk 
bag and pocket book leather, and har- 
ness leather. Of the hides and skins 
used in the industry, 70 per cent of the 
cattle hides are domestic, as are 66 per 
cent of the calf and kid skins; practi- 
cally all of the goat skins and 55 per 
cent of the sheep skins used were im- 
ported. Ninety plants reported oper- 
ations for 1934 in the Canadian indus- 
try and the capital investment was 


$21,352,000. 
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Broadway Shop Features 


Rusty Suedes 


Los ANGELES, CALIF.—‘Rusty Suede 
puts color on a smart footing,” is a 
most descriptive sign in a showcase 
in the women’s shoe department at 
The Broadway. “Rust colored suedes, 
high lighted by brass ornaments, in 
the case of a broad strap, with a large 
brass button and in a two-strap ox- 
ford with brass buckles on the harness 
straps, are proving to be fine extra 
pair sellers,” says Buyer V. M. Curtiss. 
This trim is further made attractive 
by yellow gold shoulder clips, a yellow 
gold bracelet and a white handbag 
with yellow metal clasps. 

Colored suedes have opened very 
good at The Broadway and have every 
reason to continue to be good until 
June. Indications are suedes_ will 
prove to be active early Fall sellers, 
far in excess of all previous seasons. 
The tremendous planned suit season 
is one of the main factors in making 
this prediction. 


Fire Destroys Anderson Store 


MUSKEGON, MicH.—A serious fire de- 
stroyed six stores in the old part of 
the Occidental Hotel Building, March 
3. The shoe store of Thomas Anderson 
suffered the most damage, it being en- 
tirely destroyed with an estimated loss 
of $15,000 worth of stock. 








AS SEEN IN Eaquint. 


With its square front and rugged styling, 
the Nordic reflects its ancestry. Adapted 


from a Norwegian Ski Boot — and the 


comfort. 


E. E. TAYLOR CORP. 





sensation of Continental Resorts —Taylor- Made Craftsmen have added an unusual 


Smart with flannels and all sports attire, it fits into any man’s wardrobe. 


BROCKTON, MASSACHUSETTS 





We suggest 
that you 
cover your- 
self on this 
model as it 
will be ad- 
vertised in 


Eaquirt. 


May issue. 
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for Fall 1936 


cc = Peas at the 


LEONARD HICKS—MANAGING DIRECTOR 


HOTEL MORRISON 
CHICAGO 





Week Beginning June 7th, Ending June 12th 


SPONSORED BY TOM SADLER—THE SHOEMAN'S FRIEND 


This is a “no profit” show conducted for the good of shoe 
manufacturers, wholesalers and buyers. There is no par- 
ticipation fee. 


There will be no overcharge on any display room or sleep- 
ing room during this show. No extras of any kind. Regu- 
lar rates will prevail throughout this buyers’ week. 


The industry’s approval of this new, non-profit way of 
running a show for shoemen is demonstrated by the flood 
of unsolicited reservations. More than one-half of the 
available space is now taken. Early reservation of dis- 
play and sleeping rooms is necessary. 


eee “WRITE - eee 


BOSTON OFFICE: 125 LINCOLN ST., BOSTON, MASS.—Tel. Liberty 1471 HOTEL MORRISON, CHICAGO, ILL. 
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Perpetual Inventory Assures an Increased Profit 
... and Lowers Your Insurance Cost... 
Recorder Stock Record Cards Supply a Perpetual Inventory 
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Do Business More Efficiently by Installing the Recorder Stock Record Card System 


MERCHANTS SERVICE DEPARTMENT 
, . Se ee eee 
Helps you to “buy as you sell”—to know whether each shoe play oe eee 
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is paying its way with a profit, to go light on slow movers, 
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After Flood Waters Subsided 








Shoe stores in Johnstown, Pa., found parts of their stocks in the streets. And in some instances 
condition of shoes that remained on the shelves was but little better. 


Shoe Store 15 Feet 
Under Flood Waters 


PITTSBURGH, Pa.—Sam Levine, presi- 
dent of the Pittsburgh Shoe Retailers 
Association and owner of the Parisian 
Shoe Shop, has the unfortunate dis- 
tinction of being one of the more 
severely stricken shoe merchants in the 
city as a result of the recent flood dis- 
aster. 

Operating a distinctive women’s shoe 
store in the Roosevelt Hotel Building, 
located in one of the worst inundated 
blocks in the downtown triangle, his 
establishment was submerged under 15 
feet of water for over 48 hours, com- 
pletely ruining the entire stock and the 
decorations of the shop. Mr. Levine 
and his staff trimmed the first Spring 
windows on the night of March 17, just 
a couple of hours before the raging 
waters from the nearby swollen Alle- 
gheny River swirled into the streets. 

He left the store safe and sound at 
8.30 p. m., not knowing that the next 
time he would see his store would be 
more than two days later and that it 
would then be in a disastrous state. 
The following morning, March 18, he 
followed his routine duty and traveled 
downtown for another day’s work at the 
store. Imagine his consternation when 
several feet of water stopped him more 
than two blocks away from his place 
of business. 

Attempts to reach the place were 
futile. Police who invaded Penn Avenue, 
the location of the Parisian Shoe Shop, 
by boat, informed Mr. Levine that his 
block was already under 15 feet of 
water. Thoughts of saving stock were 
out of the question. Marooned men 


and women in hotels and business es- 
tablishments had to be saved or sup- 
plied with food. 


It took little imagination for Mr. 
Levine to realize that almost $15,000 
worth of store fixtures and shoes would 
end up in total ruin. Not before late 
Thursday night, March 19, had the 
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waters receded low enough to permit 
hip-boot walking in the stricken area. 

Mr. Levine was one of the first’ to 
enter muddy Penn Avenue and the sight 
of his store, formerly the pride in that 
block, was tragic. Yellow mud covered 
the windows and the waters forced the 
door open and some of the stock into 
the doorway and street. The chairs in 
the store, which had been floating in 
the water, had smashed the mirrored 
walls. Not a pair of shoes on that 
floor were left undamaged. Shoe boxes 
could not be opened, for they fell apart 
by the mere touch of the hand. 

Four nights and four days of hard 
labor followed, mating the shoes and 
tying them up in pairs. And it was 
all done by candle and gas light. 

Catering to a class trade, Mr. Levine 
made no attempt to sell his goods at a 
“Flood Sale.” The entire stock has 
been bought by a jobber and a com- 
plete new stock will be bought. The 
entire interior is being remodeled and 
new fixtures installed. 

“At any rate,” Mr. Levine remarks, 
“here’s one exclusive tale I’ll be able to 
spin, even though it’s a little expen- 
sive.” 


Corvin Heads Shoe Department 


MADISON, WIs.—Jack Corvin, St. 
Louis, Mo., has been named head of 
the shoe department at Miller’s store, 
23 E. Main Street, Madison. 











STACY-ADAMS CO. 





Oxford 
Wing Tip— 
LaRocque 
Last 
Distinctive 
Dome Cone 
Instep. 


CATALOG 
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BROCKTON 
MASS. 





EO, 6 6 
iding B 
Riding Boots 
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LARGEST FLOOR STOCK 


Knhsndel 


Omaha, Nebraska 
Exclusive Manufacturers 
Cataleg on Request 


PURPOSE 


ALL 








LARGEST 
BOOT STOCK 


in America 
Domestic and imported 


For Immediate Delivery 
Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 

R-7 on Request 


1239 Broadway 
New York City 

524 Santa Fe Bidg. 
Dallas, Texas 
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Liquid Wax 
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Liquid SHOE WAX 
= Dries glossy but does 
not contain shellac. 
Made of pure wax. 
@ Does not crack 
@ Preserves 
@ Waterproof 
Revolutionary — easier 
—lasts longer. Correctly 
priced. Sold only thru 


shoe __ trade. FREE 
Goods Now! 


FRANKLIN RESEARCH COMPANY 
5134 LANCASTER AVE., PHILA., PA. 


FREE SAMPLE ON _ REQUEST 




















Wins Prize for Window Display 


MANCHESTER, N. H.—Morganstern’s, 
shoe retailers at 1149 Elm Street, this 
city, was winner of the first prize in 
the shoe classification for its window 
trim, entered in the window trimming 
contest of the Retail Merchants Bu- 
reau of the Chamber of Commerce. 

In the same classification, the Thom 
McAn Shoe Store, 947 Elm Street, won 
second prize, and the Phillips Shoe 
Store, 1039 Elm Street, received third 
prize. 
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New Store on Old Site 


11, 1936 


Lansing, Mich.—One of the major remodeling jobs in the downtown district here for 
1936 was recently completed at the Reed Shoe Store, 115 North Washington. The shoe store 
is located in a building which has housed retail shoe establishments for nearly three-quarters 
of a century. The new front is the third one that the store building has seen. 

Approximately $2,000 was spent on the front, according to Harry Macher, manager of the 
store. It is constructed of black structural glass, with aluminum borders and trimming. The 
modernistic floor leading into the store is of colored terrazzo. 





Spaulding Fibre Employees 
Given Safety Party 


ROCHESTER, N. Y.—A safety party 
held recently at the City Opera House 
here, rewarded the efforts of employees 
of the Spaulding Fibre Company, Inc., 
to minimize the number of lost time 
accidents at its South Milton Mills, the 
counter department at North Roch- 
ester and the box and can department 
at Rochester. 

Since 1930 the company has been 
driving hard to eliminate lost time ac- 
cidents from its plants in this city and 
vicinity. Every plant has a record of 
one full year without a lost time acci- 
dent. The South Milton plants, under 
the direction of William A. Dickson, 
have gone two years with a perfect 
safety record. 

There were about eight hundred 
present at Friday’s party. Harold 
Stillings, master of ceremonies, intro- 
duced Charles Bruce, who led the com- 
munity singing. Ernest C. Blackwell, 
manager of the counter department, 
then gave a short talk, commending 
the employees on their record, and 
promised them a picnic next Summer 
if they go another six months without 
a lost time accident, and a party a 
year hence if they continue the record. 
The actual record showed the South 
Milton mills had operated 289,826 
hours without a lost time accident and 
the counter department 366,664 hours 
without a lost time accident. Mr. Black- 
well also stated that this result was 
partially due to the wonderful coopera- 
tion that has been given by the First 
Aid Departments of the mills; also by 
the doctors and nurses. 


A minstrel show was given by the 
employees of the three mills, and the 
entertainment also included music, mov- 
ing pictures and dancing. 

Resident Engineer Arthur G. Laza- 
rus of the Liberty Mutual Insurance 
Company presented the superintendent 
of the South Milton plant, Roy Dick- 
son and Walter Kimball, superinten- 
dent of the counter department, with 
an honor certificate for their depart- 
ments’ records. Both responded with 
words of appreciation. 


Penney Concentrates 
Shoes on Main Floor 


SEATTLE, WASH.—Physical changes 
having been completed in the J. C. 
Penney store on Second Avenue, the 
upstairs and downstairs shoe depart- 
ments have been concentrated in one 
vast shoe department, the largest in 
the city, on the lower floor of the 
newly remodeled store. Shoes for the 
entire family are spotlighted in this 
greatly enlarged shoe department since 
both the upstairs and downstairs shoe 
departments had previously been of 
good dimensions. Now they occupy 
half of Penney’s new lower floor, mak- 
ing the resplendent retail outlet the 
most pronounced in Seattle. 

With floor space more than twice 
former size of the two separate shoe 
departments, more clerks have been 
added, as well as more seats and fine 
furnishings, and as to shoes, there are 
50,000 pairs of footwear concentrated 
by the Penney store in Seattle for 
Spring sales to outstrip previous years 
at their big shoe department. 
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THE MOST COMPLETE 
STORE FRONT BOOK 
EVER PUBLISHED! 


Bawncer introduces 
a superior new extruded 
store front construction 
with continuous Spring Grip! 


Here, in one book, is the picture story of what hun- 
dreds of merchants throughout the world have done 
to get action from today’s buy- 
ing public, and boost sales with 
attractive, modern store fronts. 


Plus the story of an entirely 
new and complete Kawneer 
Store Front construction which 


HUNDREDS Na 


OF STORE FRONT brings a new measure of re- 7 2 


siliency and glass protection to 

emi leenabns the extruded type of metal front, 

FROM ALL OVER and gives the architect new freedom in designing 
THE WORLD a front exactly suited to YOUR needs. 


Pending 


Plus interesting facts on the full Kawneer line of 
tustless metal store front members — recognized as 
superior since Kawneer introduced the first RESIL- 
IENT, rustless metal store front construction in 1905! 


A copy of this valuable book is available, absolutely 
free, to any merchant interested in utilizing the 
power of modern design. Send coupon for your 
copy today... then consult your architect, and the 
Kawneer dealer in your city. 


THE KAWNEER COMPANY, NILES, MICH. 


Kawneer 


RUSTLESS METAL 


STORE FRONTS 
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THE KAWNEER COMPANY, NILES, MICHIGAN 


Send free copy of The Kawneer Book of Store Fronts to: 
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Dancing Shoes and Taps 
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eS Pat. Tap Slippers 
5 IN STOCK 

822x 828 
(MoKay) (Turn) 

82-11 $1.20 $1.65 C 

142-2 1.25 1.70 B-C 
242-8 1.385 1.80 A-B-C 
ALSO LOWER GRADES 


SCHWARTZ & HERDER, INC., MFGRS. 
70-72 N. 4th St. Philadelphia, Pa. 
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Dancing and Bowling Shoes 
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BUY A NATIONALLY KNOWN 
BRAND 


We carry everything in dancing shoes. 
also a complete line of bowling shoes. 


Write for price list 
ROVICK THEATRICAL SHOE CO. 
Manufacturers 


325 W. Madison St. Chicago, It. 
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Shoe Cleaner 
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° e r e 
(in d Patent Leather 
SOFTENING CREAM 


A combined dressing and preservative for 
patent leather of any color. Softens the 
leather and lengthens the life of the shoe. 


verett & Barron (0 


PROVIDENCE, R.!I. TORONTO, CAN. 








J. G. Crooks Named 
Penney Manager 


Des MOINES, Iowa — James G. 
Crooks, formerly of St. Louis, Mo., has 
been appointed manager of the shoe de- 
partment of the J. C. Penney depart- 
ment store here, according to S. D. 
Major, manager of the store. 

Mr. Crooks, who has had 17 years of 
experience, was with the Penney com- 
pany two and a half years in St. Louis. 
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On the Road With Shoes 


News of Travelers and Associations 


Hultgren Joins M. M. &S., Inc. 


AUBURN, N. Y.—Clayton Hultgren, 
who for the past 16 years was con- 
nected with D. Armstrong & Company 
of Rochester, N. Y., as their sales rep- 
resentative covering their mid-West 
territory, has joined the sales staff 


CLAYTON HULTGREN 


of Marshall, Meadows & Stewart, Inc., 
of Auburn, N. Y., manufacturers of 
women’s fashion welt shoes. 

Mr. Hultgren will cover the same 
territory for Marshall, Meadows & 
Stewart, Inc., as he did for the Arm- 
strong Company and will make his 
headquarters in the Palmer House in 
Chicago. 


A. S. Slater Takes Douglas Line 


BrockTon, Mass.—A. S. Slater has 
been appointed by the W. L. Douglas 
Shoe Company of Brockton as their 
sales representative for Texas, Okla- 
homa and Arkansas. 

Mr. Slater is well known through- 
out this southwest section of the coun- 
try. He is a member of a prominent 
family in the shoe trade and has him- 
self spent his entire business life with 
shoes. Young Mr. Slater is very en- 
thusiastic about his new line and hopes 
to renew many old acquaintances in 
his new territory. 


I.N.S.T.A. Hold Special Meeting 


Des MOINES, Iowa—The Iowa Na- 
tional Shoe Travelers’ association held 
a special meeting called by O. R. Blech- 
inger, association president, at Hotel 
Fort Des Moines here on March 21. 

The members voted to meet with the 
Northwestern Shoe Retailers Regional 





association of Minneapolis, Minn., when 
the retailers hold their annual Spring 
showing, the date of which is not yet 
decided. 

A “presidential luncheon” was held 
at 1 P. M., that was free to shoe tra- 
velers other than association members 
as well as the members themselves. 


C. |. Slipher Heads 
Indiana Travelers 


INDIANAPOLIS, IND.—The Indiana 
Shoe Travelers’ Association held their 
annual election of officers March 28, in 
the Hotel Washington. C. I. Slipher 
was elected president; Fred Naegele, 
first vice-president; Joseph Warrender, 
second vice-president; E. C. Smeltzer, 
secretary-treasurer, and A. F. McCord, 
assistant secretary. 

The annual dinner followed the elec- 
tion in the assembly room of the hotel. 
Directors chosen were: C. A. Dean, 
Homer Beals, S. C. Codding, W. W. 
Risher and George Hewitt. Advisory 
board consists of G. L. Tovey, C. T. 
Ioreman, Carl L. Moore, John Honaker 
and H. O. Warren. 

The club rooms and offices of the or- 
ganization will, remain in the Hotel 
Washington, 


Harry C. Parker Representing 
Edwin Clapp in New York 


EAST WEYMOUTH, Mass. — Edwin 
Clapp & Son, Inc., of East Weymouth, 
have announced the appointment of 
Harry C. Parker to represent this well- 
known New England manufacturer of 
men’s fine shoes in New York City, as 
well as up-state. 

Mr. Parker has on display an un- 
usual line of the new Edwin Clapp 
Spring and Summer styles at Room 430 
in the Marbridge Building. A cordial 
invitation is extended to all retailers 
to make these rooms their headquar- 
ters while in the city. 


Large Crowd Attends 
Shoe Club Party 


New YorkK—Several hundred shoe 
and leather men attended the party 
given by The Shoe Club, Inc., of New 
York, on Monday evening, March 30, 
to those attending the Joint Styles 
Conference. The party was held in 
the Marine Grill of the Hotel Mc- 
Alpin, and there was excellent enter- 
tainment by stage and radio stars, and 
good music for those who wished to 
dance. 

All in all, it was a highly successful 
evening from everyone’s point of view 
and much credit must be given to 
Barney Kimless, Harry Kushins and 
the committee for the efficient manner 
in which the affair was handled. 
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YOUR CUSTOMERS would like 
to know how to end 


BROMIDROSIS 


People who suffer from Bromidrosis 
(disagreeable perspiration odors 
from unhealthy sweat glands) 
would thank you for recom- 
mending Dr. Scholl’s Bromi- 

drosis Powder. 

As a dealer—you are in a 
position to suggest this rem- 
edy without causing undue 

embarrassment. You can ex- 

plain that perspiration rots hose 

and shoe linings, and that Dr. 

Scholl’s Bromidrosis Powder is 

especially compounded and formu- 

lated to act on the sweat glands them- 

selves and bring relief to Bromidrosis 

sufferers. Besides, Bromidrosis Powder is 

a natural “add-on” item with every shoe 

- sale. Your cost, $4.00 a doz.— Retail 50c 
acan. Your profit, 334%. Order today. 


THE SCHOLL MFG. CO., Inc. 
Makers of Dr. Scholi’s FOOT COMFORT 
Appliances and Remedies 
213 West Schiller Street, Chicago 
62 West 14th Street, New York City 


Pattern Office Moved 
to New York 


CINCINNATI, OHI0O—Fred W. Wiech- 
man, who has conducted a shoe pattern 
office in the Missouri Building at 717 
Sycamore Street, Cincinnati, for some 
time, has discontinued his St. Louis 
style service and has established a 
New York office. 

Many requests from Mr. Wiechman’s 
accounts prompted this move, which is 
working out quite satisfactorily. 


Leather Company Moves Office 


NEw YorRK— Pearce & Friedman, 
Inc., leather house formerly located at 
88 Park Place, New York City, have 
moved their office, showroom and stock- 
room to 180 Madison Avenue, between 
Thirty-third and Thirty-fourth Streets, 
where they will have larger and better 
equipped facilities for display and ship- 
ment of their leathers. 


Has Successful Sales Trip 


Los ANGELES, CAL.—Charles E. Cook 
has just returned from his regular 
northern selling trip and reports a 
most favorable reception for the Tup- 
per line. A most satisfactory business 
was booked on some of the new spe- 
cialty numbers which he carries. 

“Not only will it be a colorful Spring, 
it will be a good one,” he avers. 


Page 71 








N. 














_/ UCTEASE 


COMMERCIAL FACTORS CORPORATION 
TWO PARK AVENUE, NEW YORE 


YOUR 
EARNINGS! 


Commercial factoring ac- 
celerates the turnover of 
working capital and there- 
by enables shoe manufac- 
turers to show better earn- 


ings on their investments. 








H. A. Halseth, of Sioux City, lowa, is the 
new president of the Northwestern Shoe 
Retailers Association, having been elected 
1o the office at the convention held early 
this year in Minneapolis. His firm is the 


H. & H. Shoe Co. 


wear and to further extend their ser- 
vice to their customers. 

The new quarters were opened 
Wednesday, April 1, with a cordial 
invitation from Mr. Gottlieb, presi- 
dent of the company, to “come and 
participate with us in our pleasure.” 








Charleroy Move Salesrooms 


New York—Charleroy Shoes, Inc., 
have moved their salesrooms and in- 
stock department to 116 Duane Street, 
occupying the street floor space in 
their new location. 

Their new spacious quarters will 
enable them to stock a wider range of 
patterns in their line of juvenile foot- 


Illinois Shoe Retailers 
to Meet in Peoria 


PEoRIA, ILL.—The Illinois Shoe Re- 
tailers Association, in conjunction with 
the Illinois Shoe Travelers, will hold 
its annual convention at Hotel Pere 
Marquette in Peoria, Illinois, on June 
21, 22 and 23. The shoe retailers are 
to be the guests of the shoe travelers 
during the entire convention under an 
arrangement similar to the Indiana 
shoe retailers’ convention. The shoe 
travelers of Illinois tried out the new 
plan at the Illinois convention in 
Springfield in 1935 and it was very 
successful. 

“We have received to date this year 
as many reservations for sample rooms 
as we had exhibitors at the 1935 con- 
vention,” said W. J. Crawford of 
Peoria. “The shoe travelers are doing 
a wonderful job in talking up this 
convention among the shoe retailers 
of Illinois, so that our June convention 
has every indication of being the live- 
liest and best held in Illinois. 

“We, the shoe retailers of Peoria, 
are doing everything possible to back 
up the shoe travelers.” 
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Men's Shoes 
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G. J. Marott Honored at Dinner 


INDIANAPOLIS, IND.—Tribute to the 
character and achievements of George 
J. Marott was paid by a group of 
prominent business and _ professional 
men of the city at a testimonial din- 
ner in the Marott Hotel. The dinner 
preceded the appearance of the Marott 
Shoe Store team at the American 
Bowling Congress tourney at the Indi- 
ana state fair grounds and recognition 
was paid Mr. Marott as one of the 
men who helped make steady develop- 
ment of the congress possible. 
















“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 
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Women's Shoes 
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TURNS 


" Medera Turn Shoes That Fit 


N-550 
sa Black WILL NOT GAP 
‘Ruby Kid, New "SHORT BACK" Lasts 
. In Stock 


30 STYLES Send for 
IN STOCK catalog 4 


LUMBARD SHOE CO. 
< 


KUSH-IN-EZE 


HAND TURNED 
FOOTWEAR 

















IN 
STOCK 































No. 561 
ree 
tie; ; era 
Kia lined: French 
corded; 14/8 
» heel; rubber 
top lift; 
Ato EB. 
$2.40 


VAUGHAN TOWLE CO. 




















A_division of L. B. Evans’ Son Co. 
WAKEFIELD MASS. 













Chandler Boot Shop Opened 


MILWAUKEE, WIS.—Six local society 
misses acted as hostesses and modeled 
Spring and Summer shoe fashions in 
connection with the opening of the 
Chandler Boot Shop at 205 West Wis- 
consin Avenue, March 28. 

The new store, in the location for- 
merly occupied by Burt’s shoe store, 
is decorated in bone-white. A deep 
rose patterned carpet blends harmoni- 
ously with the rose panels on the corn 
yellow and bone-white striped walls. 
Lighting is both indirect, from pilasters 
and over mirrors, and direct. Seventy 
tubular metal chairs, upholstered in 
blue and gray leather, add the last 
effective note. A complete line of shoes 
for women, handbags and hosiery is 

' carried. 

Leon Cummings, formerly with the 
Chandler organization in Los Angeles, 
has been named manager of the local 
store. He is assisted by Gordon Wilcox. 




































GEORGE J. MAROTT 


The Marott team, which took the 
alleys for the first time in the 1908 
ABC tournament in Cincinnati, Ohio, 
is the oldest team to appear under the 
same name in the congress, Robert H. 
Bryson, former postmaster of Indian- 
apolis and one of the early presidents 
of the ABC, said at the dinner. 

“Mr. Marott is one of the men who 
helped raise the level of bowling com- 
petition in the United States to its 
present high position,’ Elmer H. 
Baumgardner of Milwaukee, Wis., sec- 
retary of the ABC, said. He urged 
business men of Indianapolis to spon- 
sor bowling teams to swell participa- 
tion in the next tournament, which 
will be in New York, and praised the 
efforts of Hoosier fans for the success 
of the present event at Indianapolis. 

What Mr. Marott’s career has meant 
in the shoe industry was described by 
Frank C. Rand of St. Louis, Mo., 
chairman of the board of directors of 
the International Shoe Corporation, 
and Walter T. Dickerson of Colum- 
bus, Ohio, head of a shoe manufac- 
turing firm which bears his name. 

George S. Olive, president of the 
Chamber of Commerce, who was toast- 
master, presented Mr. Marott with a 
hand-engraved scroll hailing the mer- 
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LEADERSHIP! 


Shu-Milk's established reputa- 
tion and extensive national ad- 
vertising bring you a steady 
volume of business, at a higher- 


than-average profit. Shu-Milk 
is recognized everywhere as the 
safe, effective cleaner that 
removes stains and restores 
new-shoe whiteness. It will not 
rub off! 


Order through your wholesaler. 


WALTER JANVIER, Inc. 
_ NEW YORK, N.Y. 
National Distribute 
SHU -MILK 














America’s Largest Selling White Shoe Cleane 








chant’s unselfish devotion to the civic 
advancement of Indianapolis. Prepa- 
rations for the occasion were made by 
the chamber. 

Other speakers included Murray H. 
Morris, manager of the Merchants As- 
sociation of Indianapolis, which Mr. 
Marott helped establish; William L. 
Taylor and Arthur L. Gillion, former 
attorney-general of the state; Ben- 
jamin F. Lawrence, general manager 
of the Indianapolis Star, and John C. 
Ruckelshaus, attorney. Messages were 
read from Mayor John W. Kern, Felix 
M. McWhirter, president of the Peo- 
ple’s State Bank, and A. L. Block, 
president of L. Strauss & Co. 

Mr. Marott spoke briefly in response, 
telling of the happiness his friends in 
the city had brought him and asserting 
he “spoke in appreciation of this oc- 
casion from a full heart.” 

Nearly all participants in the din- 
ner party went to the tournament. 
where Mr. Marott and the store’s team 
marched in at the head of the long 
line of bowlers who participated in 
the 10:30 o’clock event. Neil C. King, 
of Indianapolis, fifth vice-president of 
the ABC, presented Mr. Marott with 
a silver trophy in appreciation of his 
long-continued support of the congress. 





Operating at Capacity 
CINCINNATI—The Big K Shoe Com- 
pany Cincinnati, announces that they 
are running at full capacity on their 
popular priced women’s arch line. 
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Blue and Tan Lead 
in Minneapolis 


MINNEAPOLIS, — Bjorkman’s, who 
sell Palter de Liso and Delman shoes 
exclusively in Minneapolis, report that 
blue has been the favorite color so 
far, with British tan and black next 
most popular colors. They report that 
brown, not the British tan shade, but 
a deep brown, is definitely in the 
style picture in Minneapolis. They 
are also selling a lot of dark grays. 

Weather in Minneapolis has not only 
been cold, but an all-day wet blizzard, 
Thursday, March 26, brought a foot 
of snow. The color trends in Minne- 
apolis taste, therefore, may be at- 
tributed to weather as well as con- 
servatism in dress. 

The shoe department in the John 
W. Thomas & Co. store has a down- 
stairs as well as a main floor depart- 
ment. The first floor sells shoes from 
$6.50 to $16.50. Fred Grauel, in 
charge of this department, reports 
that, as was the experience of Bjork- 
man’s, blue is a leading favorite with 
British tan a close second. They also 
report the same surprise fondness for 
brown. In spite of the cold, they de- 
clare that business is better than last 
year. 

Napier’s reports that British tan is 
overshadowing blue, the latter always 
a Minneapolis leader in every field of 
apparel. They also report a definite 
enthusiasm for square toes. 

The Walk-Over Shoe in Minneapolis 
reports British tan a favorite with blue 
a close second. Gray is also very much 
in demand. Patent leather has been 
instantly popular. As for style of de- 
signing, sandal types are most sought 
after with Walk-Over Shoe customers. 

The shoe department at The Stand- 
ard Clothing House reports blue and 
gray as color leaders with patent and 
British tan next in popularity. Low 
heels, ties and a new jodhpur style 
have been the most popular designs. 
As for kinds of leather, Bukko shoes 
have been immensely popular. 


Court Reserves Decision on 
Manager Ownership Plan 


New YorK — Judge Mortimer W. 
Byers, in the United States District 
Court, in Brooklyn, reserved decision, 
recently on an application to ap- 
prove the plans for reorganization of 
the James Butler Grocery Company, 
which operates 483 retail stores in 
the metropolitan district. 

The main feature of the plan pro- 
vides for the sale of the retail stores 
to the managers of the stores, with a 
stipulation that the company is to ser- 
vice the stores in the purchase of 
merchandise, advertising and account- 
ings. The plan also provides that the 
company service independently owned 
stores in the same manner. 

During the hearing it was brought 
out that the proposed plan had the 


approval of more than 80 per cent of | 


the creditors and stockholders. M. J. 
Dix, an attorney representing a group 
of preferred stockholders, contended 
that the proposed change in owner- 
ship was not permissible under Sec- 
tion 77b of the Federal Bankruptcy 
Laws. 

Alfred J. L’Heureux of counsel for 
the company told the court that 265 
of the store managers had agreed to 
buy the stores and it was expected 
that all but twenty-five of the man- 
agers who had not signified their in- 
tention of purchasing their stores 
soon would do so. 

Judge Byers directed counsel on 
both sides to submit briefs on the 
question of the legality of the sale. 


Too Many Customers 


Los ANGELES, CAL.—C. H. Fontius 
evidently does not keep his Ground 
Gripper store open sufficient hours to 
accommodate all his trade. Last week 
a couple of men who wore size 7B 
wanted his shoes late at night, so they 
were forced to go to the trouble of 
cutting a hole in the ceiling in order to 
get a dozen pairs, all the same size. 
Not only that, but they took about $300 
in hosiery, too. As this is the fourth 
night visitation experienced here, the 
suggestion of keeping open all night is 
being considered. 
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Oldest Store Closed 


INDIANAPOLIS, IND.—A. H. Brewer, 
operator of the oldest shoe store in In- 
diana, located in Delphi, will discon- 
tinue business. The store was founded 
100 years ago, by one of the Brewer 
family, a maker of custom built shoes. 

The shop, in the early days, was 
known for miles around, and many of 
Indiana’s statesmen had their shoes 
made at the old store. Later the estab- 
lishment carried a stock of footwear 
and continued in the retail trade until 
the present time. 

Charles I. Slipher, well-known shoe- 
man and traveler, worked in the store 
40 years ago as an apprentice, and 
later came to Indianapolis. Easy ac- 
cess to the larger centers, good roads 
and automobiles have taken the trade 
away and is given for the reason of 
abandonment. 


White Kidskin Wallet 


A wallet of white kidskin, by Lan- 
chaud’s, Chicago, correct to carry with 
tails or tux, is advertised in the April 
number of a “man’s” magazine. This 
attractive accessory is an example of 
fine leathercraft. The material is 


Royal Arabian Kidskin. 


A new Golf Shoe by Edwin Clapp ‘ 99 
pe oul bal 


provides a solid, perfectly balanced foundation, which masterfully regulates and coordi- 
nates intricate foot and body action. Foot Consciousness is entirely eliminated, per- 
mitting the wearer to give his full attention to other details of actual stroke. 


EDWIN CLAPP & SON, INC., EAST WEYMOUTH, MASS. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 


Infants’ Soft Soles.. 0-3 
intermediates 1-5 
Flexible Hard Soles. :. 8 
Send for In-Stock 
Catalog 
MRS. DAY'S IDEAL BABY 


Locust St. Danvers, Mass. 








IN-STOCK 
Branded or Unbranded 


NAHM-O-PEDIC 
.— 


Style 317— 8/2—12 
B.C.D. Tan oe 75 


Style 417—12!//2— 

B.C.D. Tan He s2. 00 
Style 357— 8/2—12 
B.C.D. White Etk—$1.75 


Style 457—12/2— 3 
B.C.D. White Elk—$2.00 


A new NAHM-O-PEDIC shoe. Built over new lasts 
and ‘ae scientifically correct along most modern 
lines. 


NAHM BROS. SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 
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Vamp Pads 
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2») STOP THAT PINCH 
j WITH ORIGINAL 
EVER-READY SKIVED 
VAMP BITE PADS 


Results assured because of quality 
cushion felt gummed to stick, and 
conveniently skived. Also Heel Cush- 
ions, Pads, Insoles, etc. 


iiades Shoe Findings Mfg. Co. 
810 W. 73rd Street Chicago, Ill. 





How In-Stock Service Assists 
[CONTINUED FROM PAGE 60] 


along in May, then playing along with 
the in-stock numbers into July. Cus- 
tomers who come into a store from 
June 15 until it is time to put the 
Fall shoes on sale are entitled to be 
properly fitted. That is the period of 
the year which needs the backing of 
a good factory or specialty house in- 
stock department. The management 
wants sales, yet wants to reduce stock. 
The salesmen need sales to maintain 
their quotas and the good selling 
sizes are missing, so. in many stores 
there is a tendency to allow their cus- 
tomers to be slighted in the matter 
of fitting. 

Good store keeping says the cus- 
tomer should be fitted and good sense 
dictates the general use of in-stock 
services. 
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Endicott-Johnson In-Stock 
Catalog 


Endicott-Johnson Corporation, with 
factories at Endicott, N. Y., and sales 
branches at Endicott, St. Louis, Mo., 
and New York City, has issued its cata- 
log of shoes in stock for the Spring 
and Summer season, 1936. The men’s 
in-stock line comprises dress and work 
shoes, including George F. Johnson and 
Endwell oxfords, Endwell sport ox- 
fords, men’s and boys’ Goodyear welt 
and McKay shoes, men’s nailed work 
shoes, Scout _ shoes,  stitchdowns, 
Romeos, etc. In the women’s line are 
Goodyear welt and Cempro_ health 
shoes, En-Joie Cempro health shoes, 
girls’ McKay sport oxfords and wo- 
men’s and girl’s specials. In children’s 
lines are girls,’ misses’ and children’s 
Cempros and_ stitchdowns, infants’ 
stitchdowns and first steps. 

The various styles and types of shoes 
are illustrated in color and the cata- 
log is attractively printed on high 
grade enamel stock. The company sends 
out these catalogs for each selling sea- 
son and they are supplemented by 
broadsides on special lines during the 
year. 


Central Shoe Co. 


Issues Catalog 


St. Louis, Mo.—The Central Shoe 
Co. has mailed to the trade its new 
catalog, containing a complete line of 
shoes and slippers for the entire family. 

This year’s catalog contains 96 pages 
of beautifully illustrated shoes. It il- 
lustrates and describes the Official Boy 
and Girl Scout shoe, the Perfect-Eze 
line for women, novelty and corrective 
shoes-and Robin Hood shoes for boys 
and girls. 

Among the features of the catalog 
are the illustrations of dealers’ helps 
alongside of the shoes. All the shoes 
are described and priced. 





Shoe Lady Opens Los 
Angeles Shop 


Los ANGELES, CALIF.—Mrs. Ida G. 
Lawrence, “The Shoe Lady,” has 
opened a shoe store for women and 
children at 2980 Wilshire Boulevard. 
“Comfortable Shoes for Uncomforta- 
ble Feet” are being featured. Previous 
to coming here, Mrs. Lawrence oper- 
ated a very high-grade children’s shoe 
store in an exclusive Chicago residen- 
tial section. The state of health of 
her husband, Capt. Lawrence, an old- 
time shoe man, caused her to move 
to this city where she is well ac- 
quainted with the better class of trade. 
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Obituary 
H. E. Hartman 


FREEPORT, L. I.—H. E. Hartman, 
operator of shoe stores in the Long 
Island territory for a number of years, 
passed away at his home in Freeport, 
L. L., after a lengthy illness. He was 
68 years of age. 

Mr. Hartman, a native of Canton, 
Ohio, was a salesman originally for 
several New York City wholesale foot- 
wear concerns. After leaving these 
houses he began operating retail shoe 
stores on Long Island. 

He established at various times a 
total of more than a dozen shoe stores, 
most of which he sold after they were 
well going. 

Mr. Hartman is survived by a son 
and a daughter. 


Homer P. Hartley 


BEAVER, Pa.—Homer P. Hartley, 82, 
member of the shoe firm of Hartley 
and Hood of Rochester, Pa., died at 
his home here recently. Forty-eight 
years ago Mr. Hartley opened a shoe 
store in Rochester as the Hartley Shoe 
Company. He was a director and 
vice-president of the Rochester Na- 
tional bank for 30 years and was 
active in civic affairs. He is sur- 
vived by his widow, Mrs. Lulu Collins 
Hartley, and a daughter, Mrs. A. J. 
Agnew of Beaver. Burial was in 
Meyersdale, Pa. 


George Redman 


MERRILL, Wis.—George Redman, 58, 
for several years superintendent of the 
former branch of the Marathon Shoe 
Co. here, died April 1 at his home in 
Chillicothe, Ohio. Mr. Redman left 
Merrill in 1933 to become superinten- 
dent of the Acme Shoe Co., Clarksville, 
Tenn. He resigned his position there 
because of ill health and returned to 
his former home in Chillicothe. He is 
survived by his widow and a son. 


Benjamin J. Mockabee 


EAST ORANGE, N. J.—Benjamin J. 
Mockabee, 76, for more than 15 years 
shoe buyer for the L. S. Plaut Dept. 
Store of Newark, died April 1 at his 
home here after a year’s illness. Mr. 
Mockabee, who was born in New York 
City, was identified with the industry 
the greater part of his life. 


W. J. O'Bryant 


LAUREL, Miss.—Funeral services for 
W. J. O’Bryant, 52, operator of a shoe 
store here, were held recently at the 
First Methodist Church in Gulfport. He 
had been in the shoe and clothing busi- 
ness here since 1923, leaving the cloth- 
ing business to open the shoe store. 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 





know the importance of strength and rigid- 
ity in shank construction and wood heel 
attaching. 


Based upon sound shoemaking principles, 
Unishank and WM Wood Heel Screw 
Attaching combine to promote security to 





the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 











te ga pian nt 
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SALESMEN WANTED 


SALESMAN WANTED 


POSITION WANTED 

















right salesmen. 


ceptance. 


Territories open: 
Dakota, Iowa, Nebraska. 


through these sections. 


WANTED 


One or more experienced salesmen to sell popular priced line 
of nationally advertised shoes. Unusually fine opportunity for 
Line possesses strong consumer recognition and dealer ac- 
Four Grades Men’s—3 Grades Women’s—1 Grade 
Boys’—over 300 styles in stock! More than fifty years’ national 
advertising makes this one of the country’s outstanding lines. 

Wisconsin, Minnesota — North and South 


Men we will engage must have following in these states, be 
living there and have carried popular priced, branded lines 


Complete territorial protection—-Commission basis only. 
In writing, give full particulars—age—experience—references, 
etc. Address E706 
Care BOOT & SHOE RECORDER 
140 Federal Street 
Boston, Mass. 











SALESMEN WANTED 
for Newark, Jersey City and nearby territory 
to carry a popular In-Stock line of juvenile 
and growing girls’ shoes. We have well 
established trade. Must have car, experience 
and following. State age, reference and 
experience. 
Address E-707, Care 
BOOT & SHOE RECORDER 
239 West 39th St., New York, N. Y. 











PRGMISENT. well-established manufacturer 

women’s shoes, making welts and light- 
“ie shoes retailing from $6.50 to $10.50, 
interested in securing the services of salesman 
for New England as well as outer New York 
territory. Line well-known. Good position for 
man with car, willing to work and get results. 
State experience, present connections, if any. 
All confidential. Address E-700, care Boot & 
Shoe Recorder, 239 West 39th Street, New York, 
i. Us 





HOE salesman desiring a pocket side line 
from which to establish a good paying in- 
come, write J. S., 86 Ellicott St., Buffalo, 





WANTED: Salesmen to carry line Infants’ 
Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 


Orwigsburg, Pa. 





ESTABLISHED Spat Manufacturer has good 
territories open. Liberal Commissions to 
salesman with following among Retail, De- 
partment Store and Wholesale buyers. Refer- 
ence and full details. Address E-712, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








SALESMEN - -Huaraches, the hand-woven 
Mexican sandal, is a style “must” for up- 
to-date shoe stores. Cash in from now through 
June on this easy- ~ & sideline. All terri- 
tories. Samuel Klein, Importer, 1111 
Washington Avenue, Saint Louis, M Mo. 





MANUFACTURER desires side line salesman 
to carry strong line children’s flexible shoes 
in Virginia, North and South Carolina. Estab- 
lished trade. Commission paid monthly. Give 
age, lines carried and references in first letter. 
No drawing account. Address E-708, care Boot 
& ag = one 239 West 39th Street, New 
Yor 





FOR SALE 





PLENDID opportunity to purchase family 

shoe store, centrally located in Manhattan— 
established 48 years—balanced staple stock— 
compelled to retire due to ill health. Reason- 
ably priced. No auctioneers. Address E-709, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








FOR LEASE 


HOE DEPARTMENT FOR LEASE—In 

High Class Specialty Shop in Metropoli- 
tan area. Store volume Two Hundred Twenty- 
five Thousand. Ready-to-Wear, established 
15 years. Applicants must be financially re- 
sponsible. Address E-711, care Boot & Shoe 
Recorder, 239 West 39th Street, New York, 
Pe a 





Store Manager—Shoe Buyer, 20 
years’ experience in Women’s, 
Men’s, and Children’s shoes in one 
of the largest family type shoe 
stores in the U. S. A. Thoroughly 
experienced in stock control and 
personal work. Capable of train- 
ing and directing a sales force. Now 
employed. Available on reasonable 
notice for shoe or department store. 
Middle West preferred. Married. 
Good personality. References fur- 
nished. 












Address E-713 Care 
BOOT & SHOE RECORDER 
209 South State St., Chicago, Ill. 



























HELP WANTED 


WANTED: Man to promote shoe sales; must 
be high pressure salesman, and must 
able to advertise. Excellent opportunity to 
make a good living. Economy Shoe Store, 
Adrian, Michigan. 






















OMBINATION man wanted to assist owner 
in ladies’ Ready-to-wear and Shoe store. 
Must know shoes. Town population 10, nee. 
Wonderful opportunity for right party. 

full particulars and references. Address E-710, 
care Boot Shoe a. oi 239 West 39th 
Street, New York, N. Y. 
















BUSINESS OPPORTUNITY 



















U CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn bi 
income in service fees. A new system 0 
foot gy readily learned 4 any 
one at home in a few weeks. terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
wt Laboratory, 21 Back Bay, 

oston, 
































WANTED TO PURCHASE 

















CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 


Wanted: Red Cross, Florsheim, Arch Preserver, 
Enna Jettick, ete., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 













Telephones WORTH 2-5180, 518! 


















mum charge 75 cents. 


address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 


i= Advertisements for this page must be in our New York office on Friday of the week preceding publication. > | 








Minimum charge, $1.25. 
In all other cases each word of the 























( 
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Chain Store Efficiency — oo Convenient 


wwe are mined anne —to Shoe District — to Theatres 
to independent retailers in the — toTransit Facilities— to SmartSh ops 





Recorder’s Stock Record System SINGLE — $3 POUR y,, $ 4° 


(either in cards or book form) with Bath 


with Ba 








Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 





CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 











WANTED TO PURCHASE 


MERCHANTS’ NEEDS 











Buyers of Surplus Stocks 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 


QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York | 
Phone WOrth 2-5377 and 5378 











WE BUY 

| Entire or Surplus Wholesale and Retail 
' Stocks. Also Branded Shoes such as 
| Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor Church 

Phone Barclay 7-7887 New York City 








VAMP pang and LENGTHENER 
grade of steel, nickel plated. For sale by shoe findings 


fobbers and wholesale shoe houses everywhere, or send 
your order direct to us. 


SISPLAY eo $5.00 COMPLETE _ wth 3 sizes 








NU-WAY SHOE STRETCHER CO- 
4367 Duncan Ave. St.. Louis 





Again SEGALL & SONS Take ‘ 
the Lead by Presenting Display Chicago Stores Feature Blue 
Equipment in the Newest of Cuicaco—In the last burst of distinc- 
Modern Designs at Prices You tive color in women’s shoe fashions 
Will Find Most Agreeoble. before the usual warm weather onrush 

A special folder, has of whites, O’Connor & Goldberg and 

been pe Please ask Nisley are featuring a full line of blues 

phtcaaaith aaa ted in various leathers and models. 

SEGALL & SONS O’Connor & Goldberg are presenting 
923 Arch St., Philadelphia blues in “from dawn to midnight” tones 
in belt straps and cut-out vamps, single 
strap patent open shanks with stream- 
lined toes, and button effect in oxfords, 
some in medium and some in high heels. 
The models also appear in gray, rust, 
brown, and black patent. 

Nisley’s feature navy calf and navy 
buck sandals, single belt strap with 
tie-in combination of buck with calf, 
and fabric with patent in belt strap 
with buckle and cut-out throat; all in 
high heels. 

Hannan & Son are showing a new 
tailored model high front buckle ox- 
- ford with cut-out vamp and decorations 

Get your copy of ‘‘Dancing ° ’ 
F REF ollars.”” An interesting and in gray suede, bootmaker’s russet, and 
informative mclder that tellt | for the first time this season in Chicago, 
avery. desirable ‘and highly profitable is offered in white buck; a perfect shoe 


trade, Write SELVA & SONS, Ine.. Dept. n 
“B,"" 1607 Broadway, N. Y. for the man-tailored costumes. 














Greater Profits! 


A perfect fitting shoe for every 
customer with the 


DUNDE 
SHOE RESHAPING MACHINE 


Makes every cus- oni 
tomer’s shoe con-Cel 
formscientifi sally 

to the feet and 
guaranteed to 

give entire satis- 
faction. 


ELIMINATES 
pao all slipping at 


shoes gapping at a. 
sides. 


a —— 
DUNDE HAND IRON 


Raises vamp — removes wrinkles — straightens toe 
or width of all leather shoes—also has 

any more practical uses—can be operated by any 
clerk—both Dunde Reshaping Machine and Dunde 
New Improved Hand Iron are recognized sales 
a that pay dividends almost the first day you 
use them. 


SPECIAL COMBINATION OFFER 


Machine separate without iron 
Hand iron individually 
Machine ~~ Improved iron (complete) 
F.0.B. N.Y.C. $35.00 


DUNDE RESHAPING DEVICES, Inc- 
13 East 37th St. New York City 

















Set Semi-Annual 
Clearance Date June 22 
[CONTINUED FROM PAGE 46] 


regular promotional advertising copy: 
Specially priced; regularly low price 
(blanks) remarkably low price; fea- 
tured price; special purchase; remark- 
ably priced at, etc., etc. 

“It is proposed that shoes can be 
reduced at any time from one price to 
another, provided that such reductions 
are not advertised in any way.” 








Page 78 


Ambition 


He wondered all the morning 
How he could get the pack 
Of life’s rewards and honors 
To carry on his back. 


The hours went wheeling onward, 
And as the noon sun’s fire 

Beat down, the weight was on him, 
And he had his desire. 


Through afternoon he bore it 
Across the scorching plain, 
Wondering how he ever 
Could get it off again. 

—Clarence Edwin Flynn. 





Schiff Directors Reduced 


CoLuMBus, OHI0O—The board of di- 
rectors of the Shiff Co., chain shoe 
store operators, was reduced from nine 
to seven members following the recent 
annual meeting of the stockholders of 
the company held in Columbus. Jack 
Schiff and Saul Schiff were the two 
names missing in the announcement of 
the new board which incidently was 
reduced in 1933 from eleven to nine 
members. Directors renamed include 
Morris Schiff, Edward S. Schiff, Wil- 
liam Schiff, Albert Schiff and Herman 
R. Tingley all of Columbus and L. A. 
Lurie of Cincinnati. 

All officers of the company were re- 
elected at a meeting of the directors 
which followed immediately after that 
of the stockholders. They include 
Robert W. Schiff, president and trea- 
surer; Albert Schiff, first vice-presi- 
dent; Morris Schiff, second vice-presi- 
dent; William Schiff, third vice- 
president and Edward E. Schiff, secre- 
tary and assistant treasurer. At the 
same time it was announced that the 
Leslie Banks & Co., has replaced the 
firm of Goldberg, Jacobson & Co., as 
company auditors. 

The annual statement of the company 
for 1935 indicates a net profit of $365,- 
281.08, as compared with $445,178.15 
in 1934, which after allowing for divi- 
dends of $544,446 on preferred stock, 
represents earnings of $3.14 on out- 
standing common stock as compared 
with $3.94 per share in 1934. Net sales 
were reported at $11,693,788.89 against 
$10,899,867.98 during the previous year 
while current assets of the company in- 
creased from $2,869,209.72 in 1934 to 
$3,232,616.46 in 1935. Liabilities of the 
firm also increased from $356,214.18 to 
$764,298.57, according to the report. 





Beck Employees on Fishing Trip 


MIAMI, FLtA.—Approximately 60 em- 
ployees of the A. S. Beck Shoe Store 
on East Flagler Street, and their fami- 
lies, enjoyed the annual fishing trip of 
the company. Florida Keys was the 
destination, and many fish were caught. 
The trip was made aboard the yacht 
“Seven Seas.” William Cohan, man- 
ager and M. A. Perles, assistant-man- 
ager, were in charge of the outing. The 
celebration was occasioned by the in- 
creased volume of business. 
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BOOTS AND SHOES 


CAMBRIDGE RUBBER CO., Cambridge, Mass..................... 

CARLISLE SHOE CO., New York City... Jesh of een ead a ow 
CHIPPEWA SHOE MFG. Co., tase Falls, Wis... sae Bt ee 52 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass.. iv «-dperaal ante 0greo eae 
COLT-CROMWELL CO., New York Ca VS rae Sc Sug SOE Pec hea 
CONNELL, J. M., SHOE CO., S.  maboiged || ae meet ca CohciNer o., 62 
ENDICOTT-JOHNSON CORP., Endicott, N. Y....................- 0-000. 9 to 16 
FLORSHEIM SHOE CO., Chicago, Il... Rave ett Grane hae ee eee 20 
FREEMAN SHOE CORPORATION, Beloit, Berean, Joos oe 22 
GREEN, DANIEL, COMPANY, Dolgeville, N.Y... cer eee at 2nd Cover 
HOOD RUBBER CO., Watertown, Mass. ......-...... Le Seccate Mahe bene cee gene ear ae 
KIRKENDALL BOOT CO., Omaha, Neb............... SSD Sette Seine cet an 
LUMBARD SirGesco., Auburn, Mo... ..<.....ccccccccccvcccvsussvvcvescs se IR 
MILLER, I., & SONS, Long Island City, N. Y.. aE re eR ED TNE 
MINOR. P. W., & SON, INC., Batavia, N. Y.. > nid ash etiam 
MISHAWAKA "RUBBER & WOOLEN MFG, Co. , Mishawaka, ‘Ind. tina calcein eee 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, | Serena sat casas ban teen 
NAHM BROS. SHOE CO., Philadelphia, Pa.. REA an ie Ae 74 
NUNN-BUSH SHOE CO., Milwaukee, Wis.. Ree chee ace eG | 3rd Cover 
PETERS, Branch of Int. Shoe Co., St. Louis, Bs Ree cre Fe ae f 
ROBERTS, JOHNSON & RAND, St. Louis, Mo................... cc ccccccccccceeee 4 
ROHN SHOE MFG. CO., Milwaukee, Wis............0. 000 ccc ccc cee cee eeeue ... 54 
ROVICK THEATRICAL SHOE CO., Chicago, Illl......0.0.000. 000 ccc ccc cee cee e ees eee 10 
SCHWARTZ & HERDER, Philadelphia, Pa...................... ed eid in ead seh 
SEVENTEEN, VOTE NITY: 6 ncoccccccsccecccceevcesucuntescdsvencasees Loe Oe 
Spaeattues, Weaot. Louis, Mo... 66. ccscce cece eee cece sis Pity ig ana ohare, | aa 
SUING VOR is DICCKION, WABES 6655 cc ccc cece cc cece ces ces vecncteeccvesies 67 
SWAN Grier Ge tein Galtimore, Md... ... .. occ ccc cee ccasesccwcccucepicewes 50 
FOE es es ET cs POCUIONT, NEES. 5 ooo 0 c.0:c.66 5 ccc ccivicevcsbuveavcenseedudeeees 64 
Ub er 43 
THOMPSON BROS. SHOE CO., Brockton, Mass..........ccccccccccecscuceceevecs 51 
UNITED STATES RUBBER PRODUCTS, INC., New York City................. Front Cover 
VAUGHAN-TOWee GO., Wakefield, Mass... .....cccccccccccsccccscccscvcsceece 72 
WINTHROP: SHOE COMPANY, St. Louis, Mo........c ccc ccccccctcccccccevccoece 47 

LEATHER AND OTHER MATERIALS 

ALLIED KID CO., Boston, Mass. and New York City................000000000000. i 
GU NHAL Tee BOSTON, M58. 5 coc coc oct ccc ccc ncces sevens vecuse ce 6 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis..... 0.0.0.0... cece ccc cee cee eeee 53 
GOODTEAR Them. & Mueeen CO., Akron, ©.. 2.2.60... ccccccscvctsevcecctceviees 4| 
EPs cad TTIW VOR CTIY 5a 6.5 55.005 bu bso. o.0:4 0 ds ond oct ere’scaa os 0 oie nivig wanes oped 63 
Ei Or agiee Mma INOW YORK CHY.. 6. occ:icc ccc ccc ce nececccesete saceteacs ress 2,3 


MACHINERY, LASTS, a SUPPLIES, DRESSINGS, ETC. 


EVERETT & BARRON CO., Providence, R. |...............000-. etd Sete nea ae 
FRANKLIN RESEARCH COMPANY, Philadaiphic | Re es i: ae 
JANVIER, WALTER, INC., New York City.................... Soe ee ea i: 
SHINOLA, New York City MRE NO eae foe LY amos: Nest «t iw Kechbiey es eee 
UNITED LAST COMPANY, Boston, Mass.................-00 0005s Se OL .48, 49 
UNITED SHOE MACHINERY CORP., Boston, Mass...........00-0- 000000 56, 75 
STORE EQUIPMENT AND ACCESSORIES 
DUNDE RESHAPING DEVICE, New York City............. 000 c eee cece ee bc 
DU FONT Viewoure GO. New York City... oo... ccc cc vac c ve deceuses oes 55 
Oe oe RE RUSS OES 69 
LINGOLN LEATHER @aons CO., New York City. ....5... ccc ccc cc ccewecccees 54 
NU-WAY SHOE Stmercren CO... St. Louis, Mo... 6.6 ccc ccc ects ceccevcecees 77 
Sr MICRO AWN oo ig gov cc divcle bce c Govind eaebneses Genes Bev asiness 7| 
SCOIT FOO? Arrusamce Go. Onalia, NOD... 266... k ccc ke cic cw esc wecs eee: 60 
SECURITY SHOE FINDINGS MFG. CO., Chicago, Ill...................2000... Mee. 
SA EI PIMEITIIG CPOs 65 ohio oc cay so-0a cauices vee SeseSessieecusrscseess 77 
MISCELLANEOUS 
ORIG GUE Tere, OW: VOPR II is ooo o's is ccececb cece enc vbwcnsceseccaese 76 
COMMERCIAL FACTORS CORPORATION, New York City................0.0000- 7! 
er ERI, SIEM, “UN, 5. 5 5 i 5 os. ¢ boos ainie'e bpcv dap sinendaasedobesdeconers 65 
NR oe oo 2 to cos Sb aiene G 46s CCUM NOE ER OC REED See ees 77 
NI NN good ss av bay bated’ CNA SRS WSS AiN ECCT CeO b a epee ees oe 77 
RINSGHLAGHEn GO tin Now York: City, 5... ccc ccccccccvioscvescteccdoaces 77 


STEPHENSON LABORATORY, Boston, Mass..........ccccceccccqcceevcceeecvecues 
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NQUESTIONABLY we shall see a big season 
in sports type shoes for men. This time is 
just around the corner. 


Vitality’s In-Stock Department, therefore, is an 
important factor to consider in immediately com- 
pleting your selection of these shoes—all white and 
in white and combinations—and, as well, for the 
latter part of the season when you will need to fill 
in your sizes regularly. 


Our selection of sports type shoes for men is this 
season more varied and complete than ever before. 
We invite you to check the styles which are avail- 
able in a wide range of sizes and widths. 


Keep your stock in position to secure extra pairs 
and so additional profit in making full use of the 
facility of our in-stock service. Plan for a big sports 
shoe season. 


VITALITY SHOE COMPANY e ST. LOUIS, MISSOURI 


SPORTS SH 





Page | 
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IN-STO@ @8d 4+ Sale: 






OES PROFITS 





























Branch of International Shoe Company 








MEN’S WOMEN’S CHILDREN’S BOYS’ 
AAA to G AAAAA to EEE Complete widths AtoE 
‘Sizes 5 to14 Sizes 2 to 11 fn Sizes 1 to 6 
$5.50, $6, $6.75, a few Se Priced according  $4and$4.50 
$6.75 styles $6.00 to size 





‘VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5.50 
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Sf) 0-Wl r PATENT 


.. . lustrous, easy to clean, 
this proved white patent made a 


tremendous hit in Florida! 


Sno-White was popular last season, used by many manufacturers, 
and proved practicable. This winter it was worn throughout the 
fashionable South. No other leather was greeted with such eclat! 
Now in its second year, no longer in the experimental stage, it,is the 
only white patent leather that you know will stand up and hold its 
finish. It is white ... white as Alpine snow fields . . . with a rich, 


deep, and lustrous surface. For your finest shoes, specify Sno-White. 





Colonial Tanning Company, Boston, Massachusetts. 























One-strap in Colonial Patent by 
BEKER AND FRIEDMAN 


FOR THE BEST PATENT LEATHER SHOES 








BOOT AND SHOE RECORDER, April 18, 1936 


ALLS WELL! 


because Spaulding Counters give him HAPPY HEELS 


secant settee 





A watchman demands a great deal from his 
shoes. They must keep their shape. They 
must hold his feet firmly and still be kind 
to them. It’s a lot to ask of any shoe, but not 
too much to demand of shoes made with 
Spaulding Counters. Spaulding Counters 
are fabricated of long-fibre hemp and flax. 
Fine materials give them unusual strength, 
and a resiliency to spring back into shape 
after each step. Because they are moulded on 
steel lasts in complete right and left size 
ranges, they fit all types of feet. Strength 
plus flexibility plus perfect fit equals com- 
plete foot comfort. Certainly customers 
know this! Ask yourself this question: 


“Wouldn’t my shoes be better shoes if I 


specified WITH SPAULDING COUNTERS?” 


PAULDING 


Counters 


“Made tn North Rochester, N. H. 
NO OTHER PART OF THE SHOE MEANS SO MUCH...AND COSTS SO LITTLE 
4 | o 


ge RET 


cngnaes sere IE 
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When writing advertisers please mention Boot and Shoe Recorder 





| ENDICOTT JOHNSON | 


5806—-Gun Metal Bal. Welt, Cord 
Vamp, Oak Sole, Grain Inner, 9/8 
Leather Heel. Sizes 1/6, Width D 

$1.72% 


5812-Same with Wing Tip 


6535—Gun Metal Bal. McKay, Com 
position Sole, 9/8 Leather 
Sizes 1/6 


6548--Same in Plain Toe with Cord 
Vamp 


6611—Gun Metal Blucher, McKay. 
Oak Sole. Rubber Heel. Sines 1/8. 


6611Y%4—Same in Little Gents’. 
Sizes 9/13%4 ............ $4.37% 


6517—Gun Metal Blucher. McKay. 
Composition Sole. Leather Heel. 
Steel Plate. Sizes 1/6... .$1.42% 


6517%4—Same in Little 
Sizes 9/13% . 
6515—-Sume 

Sizes 1/6 .. 
6515%4—Same in 

Sizes 9/13% 


6523—Gun Metal Blucher, MeKay 
Leather Sole and Heel. Sizes 1/6 
‘2 


40 
6524--Same in Tan. 


tNDICOTT - 


OHN 





NEEDS A GOOD PAIR OF SHOES! 
Sell Him E-J’s—Hell Like Them! 


IN-STOCK TO RETAIL AT $1.98 TO $3.00 


A BEAL good line of shoes for schoolboys and 

for their kid brothers too. They've got good 
style which the boys will go for in a big way, 
and they'll stand rough and tough wear every 
day of the week, because Endicott-Johnson 
knows how to build sturdy footwear for sturdy 
youngsters—footwear that wears well and is 
economical at the same time. 


as ii seta ca 


These Endicott-Johnson Boys’ Shoes are In-Stock 
at our warehouses and we assure immediate 
delivery on receipt of your order. 


5813—Gun Metal Bal, Welt, 5804—Gun Metal Blucher, 6520—-Gun Metal  Blucher, 
Oak Sole, Grain Inner, Rubber Welt, Oak Sole, Grain Inner, McKay, Cord vamp. Composi- 
Leather 


Heel. Sizes 1/6, Width D. Rubber Heel. Sizes , Width tion Sole 
$1.70 D. $1.70 1/6 $1.37 


5802— 5804/4,—Same in Little Gents’. 
5002- ‘Same wit with No, Merk Sole. Sizes 9/13%, Width Eo $k. 


—Same with No Mark Si m4 
ion 1/6, Width D. ..$1.574, 


580344—Same in Little by 
Sizes 9/13%. Width . $1.42! 





EN D COT T. N YY NEWYORK city 
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L is a giant editorial task to keep you, the reader, apace 
with style, to step along your information on credits, selling, and all 
store innovations. But your loyal renewal orders reward us for keep- 
ing you posted at a giant's stride through your subscription to 
BOOT AND SHOE RECORDER. 


MANUFACTURERS! 
MAKE THIS GIANT A SLAVE COMPLIANT 


In a flash inform the trade about your new style—your change in 
price—your item added to the line—your new selling plan—cover 
the shoe departments and shoe stores selling 85% of all the shoes 
sold: cover them with a giant stride in : 


BOOT AND SHOE RECORDER 


A Chilton Publication 


SET A NEW SALES PACE WITH SALES SPACE IN BOOT AND SHOE RECORDER 
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Give them these features ... and increase 


your profits with G 0 0 d rj C h 


RUBBER AND CANVAS FOOTWEAR 


(oor has built up a tremendous consumer 
demand for Goodrich Sport Shoes by overcoming, 
one by one, all the objections to old-fashioned sneakers. 
These are the features people want, and find in Goodrich 
Sport Shoes: 
1. The Hygeen Insole—which prevents excessive perspiration 
odor and banishes “‘sneaker” smell. 


2. Ventilated Uppers—which allow air to reach the foot, and 
keep the foot cool, dry and comfortable. 


3. The Xtrulock Process—a patented method of construction 
which welds the entire shoe into a single unit with no 
stitches to break and no seams to chafe feet or wear out 
stockings. 


. Posture Foundation—Goodrich latest contribution, which 
provides “insurance against flat feet.” This feature fur- 
nishes the proper support for the bones and muscle 
structure of the foot. 

No wonder thousands of profits-wise dealers are “‘cash- 
ing in” on these features of Goodrich Sport Shoes. 
Goodrich Xtrulock Molded Shoes and Posture Founda- 
tion Shoes are sold under a special sales policy with 
suggested minimum retail prices. This assures you a 
substantial mark-up and profit. 





Chippewa 











THE B. FK. GOODRICH COMPANY 
Footwear Division Watertown, Mass. 


Branches at Atlanta, Ga.; Baltimore, Md.; Boston, Mass.; Chicago, IIL. ; 
Cincinnati, O.; Cleveland, O.; Dallas, Tex.; Denver, Col.; Detroit, 
Mich.; Kansas City, Mo.; Los Angeles, Calif.; Minneapolis, Minn.; 
New York, N. Y.; Philadelphia, Pa.; St. Louis, Mo.; Salt Lake City, 
Utah; San Francisco, Calif.; Seattle, Wash.; Syracuse, N. Y. 
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“We Are Gratified With Our Florsheim Opening” 


... TESTIFY THE SYMONS DRY GOODS CO., of Butte 







RIGHT: 
Partial View of Shoe Dept. 











BELow: 
I-xterior the Symons Store 





Mees has been said about the preeminent position of the 





Florsheim name in the field of fine footwear and what that means to the 







retail merchant. Nothing, though, is more convincing than actual facts— 


therefore, the experience of a prominent and widely known store during their 






first season with Florsheim Shoes for Women should be impressive. Mr. 






Sidney Mann, shoe buyer for the Symons Dry Goods Company of Butte, 






Montana, writes: “The instantaneous response to Florsheim shoes in our 






I nN Stock = community has been beyond our fondest expectations. Your Spring styles 





He Burwett, W-274; are not only very smart, but we have had wonderful success in fitting them.” 
in genuine buckskin 







You, too, can sell Florsheim Shoes for Women—Florsheim quality, styling 





and reputation attend to that. One of our representatives will be glad to call 









crea (es) upon you. Drop us a line to have him see you when he is in your neighborhood. 


TO RETAIL AT 88% . 310) AND UP 


THE FLORSHEIM SHOE 
for Women 


THE FLORSHEIM SHOE COMPANY a Manufacturers e CHICAGO 
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